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Pattern for Sound A gency Progress 


S New England Mutual completes the greatest production year in its century-of operations, 
A the Company wishes to express, publicly, deep appreciation to its loyal field representatives, 
whose skilled services and professional attitudes have made this record possible. 

We take this opportunity, also, to restate three agency principles which we believe have 
contributed largely to this outstanding performance and which will be basically responsible for 
continued sound progress. 


1. MANPOWER OBJECTIVES — To define explicitly our manpower needs. This, a long- 
established company policy, is done at the beginning of every year in conference with each general 
agent, after a careful analysis of territorial possibilities and of the capacity of each agency's train- 
ing staff. 

2. SELECTION — To continue to strengthen our selection process and thus to reinforce the 
general agent’s judgment in choosing quality men. 


3. TRAINING — To emphasize recurrent training for full-time career men through the follow- 
ing facilities: 
a. Career Underwriting, our unique training course which has been in agency 
operation for seven years. 


. Home Office Course, an intensive 10-day review, held in Boston, for agents 
who have received basic training in their agencies. 
Advanced Underwriting, our ‘‘post-graduate’’ program which has been 
used by qualified agents for the past five years. This includes detailed instruc- 
tion in estate analysis, pension trusts, and business insurance. 


. Regional Clinics, to supplement advanced training. 


“Training the Trainer,’’ home office course for general agents and super- 
visors who have the responsibility for training within their agencies. 


For Our Returning Veterans, a special comprehensive program, including 
extensive agency retraining and a 10-day refresher course at the home office. 
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Star-spangled shows with glitter and 
glamour, hoopla and hullabaloo, county 






and state fairs were festive, gala. Despite the 





millions in public funds allotted for prizes, 
guarantees, etc., fairs were heavier on 
hokum than help. 

USDA livestock reporter McIntyre, 


Perils of prosperity, and veteran of 300 fairs thinks public interest 


inflation are being reduced by wise i 
ation are being y calls for reconversion. He would cull, have 


: 2 ducing debts. Annual ‘ 

farmers reducing iat ret ‘ fewer, finer, well-located farm fairs . . . less 
interest and amortization on a 20 

year 4% loan of $15,000... at 39 


prices took 2,449 bu. corn, today less than 1,000. . . took 


speedy horseflesh, more choice cows, 4H 





Club calves, pigs... re-examine the show 


: P standards, combine form and function, type 
82 hogs of 200 Ibs., now only 41... and the difference in 


and production capacity . . . pass up show 
the farmer’s bankbook! See ‘“Ten Farm Planks for 1946,” 


stock, concentrate on animals that give a 


age 20...for a strong sales story for insurance salesmen. : : 
pag : it , ° ' good short-time money turnover, maximum 


: utility, minimum waste. 
Wetter water... Few years : : ae . , 
3 . His article will agitate fair secretaries, 

ago, SF reported discovery of es , : 
; start thinking, talking, bring betterments... 

wetting agent that cleaned eee , ‘ . na 
: iia ‘a is in line with SF’s policy of giving readers 
cream separator in two minutes, ' 
P the plan-board advances as well as the field- 





saved twelve minutes per 
; : Mc , proved successes. Insurance men alert (but 
washing ... And sales of agent jumped million pounds in a . , aa im 

not allergic) to altitude in ideas—see ‘Our 


ear... Off the market in wartime, the wetting agent is : 
y : ‘ 5 8 $30,000,000 Fairs,” January SF. 


back, and Professor O. R. Elder tells of new time saving 
uses. Read “Save Yourself Some Extra Minutes. . . page 88. 


Serious Study of the SF January issue... its factual articles on farm 
finance, production, distribution ... many fine service features... will reveal the 
calibre and character of subscribing business men-farmers—today’s top policy 
prospects! With a million plus circulation concentrated among farmers with the 
largest yields, highest dollar incomes, greatest property investment in the nation 
... SUCCESSFUL FARMING best opens doors for insurance agents, gets action 
for any good company! For facts, call any office! SuccessFuL FARMING, 


Des Moines, New York, Chicago, Atlanta, San Francisco, Los Angeles. 
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Shows Reasons 
Behind Various 
Underwriting Rules 


Pearce Shepherd 
Says Classifications 
Are Justified Closely 


The underwriter who selects risks at 
the home office would like to accept as 
many applicants at standard rates as 
possible, Pearce Shepherd, second vice- 
president and associate actuary of Pru- 


dential, said in talk 
before the Newark 


CLu. chapter. 
That is perhaps his 
biggest job. Ac- 
cepting as many 
more as he can at 
standard rates is 


the second part of 
his job. Rejecting 
as few as he can 
and being as sure 
of his ground as 
possible in doing 
so, is the first part 
of his job, Mr. 
Shepherd said. 

Mr. Shepherd sought to show that un- 
derwriting rules are founded on rea- 
sons. Confidence between the field and 
home office on the question of under- 
writing is vital, he said. 





Pearce Shepherd 


Selection Based on Reason 


“A few years ago we analyzed our 
substandard experience over a period of 
10 years,” he said. “We found that in 
our first substandard class the mortality 
experienced was practically identical 
with the mortality provided for by the 
premiums, and this was true both of 
those cases rated substandard because 
of medical impairments and those rated 
because of hazardous occupations. In 
our second substandard class we found 
that the experience on medical impair- 
ments was slightly worse than the pre- 
miums had provided for, and the experi- 
ence on coal miners was substantially 
worse. The mortality on other occupa- 
tions was somewhat better than pro- 
vided for by the premiums. Over all, 
the class gave an experience very close 
to the premiums charged. 

“Our third substandard class was 
comparatively small but the experience 
coincided very closely with the mortal- 
ity provided for by the premiums. Our 
fourth substandard class was even 
smaller, but here again the experience 
Was quite close to the mortality assumed 
in the premiums. 

“I cite this experience as evidence 
that we do know what we are doing 
when we classify certain applicants in 
our substandard groups.” 

Ratings for particular impairment 
agree with the mortality experienced by 
a number of companies, he said. 

_ It is not so easy to get figures show- 
ing the mortality of rejected lives. The 
nearest available experience is that un- 
der policies issued as group conver- 
sions, made up very largely of people 
who cannot secure life insurance in the 
regular way. This group shows a mor- 
tality of six to eight times that of select 
standard lives in the first few years and 
even after 10 years shows a substantial 
‘xtra mortality. Not all rejected lives 
die within a few years but enough do 
to make the group uninsurable on any 
safe basis. 

(CONTINUED ON PAGE 19) 


Commerce Case Arguments Report Agreement 
Scanned for Hints 


WASHINGTON—When the Califor- 
nia insurance laws involved in the case 
of Robertson vs. People of California 
were enacted and how long they have 
been in effect, seemed to concern mem- 
bers of the U. S. Supreme Court to a 
considerable extent during recent argu- 
ments on that case. A number of ques- 
tions were asked by justices along that 
line. To some hearers it appeared that 
if the laws had been in effect for a long 
time, the court might be less likely to 
upset them than*if they were enacted re- 
cently. 

Some of these questions as to timing 
a to be related to the dates of the 


<.U.A. decision and of enactment of 
ahi law 15. 
An interested spectator during the 


arguments was Frank Elmore, formerly 
of the Department of Justice anti-trust 
division, and who had a hand in the in- 
vestigation of S.E.U.A., its prosecution, 
and hearings on anti-trust moratorium 
legislation before congressional commit- 
tees. 

Defends California Law 


Defending California law, T. A. West- 
phal, deputy state attorney general, said 
the “Court has declared insurance com- 
merce clothed with a_ public interest, 
and, therefore, subject to regulation.” 

The right of First National Benefit 
Association of Arizona to write insur- 
ance in California is not involved, West- 
phal declared. The question of the 
licensing of agents is independent of the 
matter of requirements on the company. 

“An agent’s license does not tie him 
up with a particular company?” asked 
Justice Rutledge. 

Westphal answered yes, but that a 
licensed agent could have placed insur- 
ance with a different company. He 
added that Robertson could not have 
gotten a California license for First Na- 
tional Benefit alone. 

“You don’t seek to justify exclusion 
of the company in this proceeding?” 
asked Chief Justice Stone. 

“We don’t think that is 
Westphal answered. 


All Such Insurers Barred 


He said no domestic company of the 
type of First National can do business 
in California and that the section of law 
prohibiting such is a constitutional ex- 
ercise of the state’s police power. 


California investigation over a period 
of several years, Westphal said, showed 
“that type of company was, from an 
actuarial standpoint, in a hazardous con- 
dition. These companies were in grave 
danger of insolvency.” Section 10818, 
California insurance code, was adopted 
to meet that situation. Such companies’ 
“rates are low and benefits high,” ac- 
cording to Westphal. “A time of reck- 
oning comes, according to the mortality 
table and they will have to make assess- 
ments. Then they lose business.” 

When Westphal said there is nothing 
in the S.E.U.A. decision barring Cali- 
fornia law, the Chief Justice suggested 
that the court in that case recognized 
insurance as commerce and that it could 
not be excluded. 

“We have not said First National is 
excluded, but it must comply with Cali- 
fornia requirements,” said Westphal. 

“You are assuming this is a valid reg- 
ulation. e 

“IT am assuming it is valid. Perhaps 
I am assuming too much,” replied West- 
phal, while the bench smiled. 

Discussing the time element, Westphal 
said in response to questions, that the 
offense charged against Robertson oc- 
curred in August, 1944, and public law 
15 was passed in 1945. 

“That act indicates Congress was 
aware of the situation,” said Westphal, 


involved,” 


“and never intended to say state laws 
were invalid. The implications of the 
case are very serious. If California laws 
are not upheld it means any company 
can come in without complying with 
state standards, or even foreign com- 
panies could come in, and there would be 
no protection from insolvent companies.” 

“We do not say California laws should 
be set aside if they do not conflict with 
the pronouncement of this court that in- 
surance is commerce,” said Earl Blodg- 
ett, Los Angeles counsel for First Na- 
tional, in opening rebuttal argument 
which marked close of the discussion. 
“When state laws do conflict with that 
pronouncement, then we must draw a 
line.” Counsel said Section 10818 is a 
“comparatively new statute,” effective in 
1940. 

“You admit all the facts charged?” 
asked Justice Black. 

“That is true,” Blodgett replied. 


“Is a surplus line broker different 
from others?” asked Stone. 

“Not in the California insurance 
code,” said Blodgett. 


Couldn’t Have Gotten Commission 


Replying to claims in behalf of the 
state as to what might have been done 
under its laws, Blodgett said if Robert- 
son thad placed the insurance through a 
surplus line broker, he could not have 
gotten a commission. ‘There is no way 
this man could have done business in 
California so as to get surplus line 
license. He could not have placed the 
insurance under a broker’s license.” 

Since 1940, said Blodgett, no life in- 
surer can qualify in California unless it 
is a legal reserve company. 

Under public law 15, he declared, 
“Congress has not given the states any 
more power than they had _ before. 
Congress could not authorize the states 
to impose undue burdens upon com- 
merce.” 

Justice Black, pointing out that Con- 
gress can regulate interstate commerce, 
suggested the possibility of Congress 
authorizing the states to regulate inter- 
state commerce in insurance. 

Blodgett answered: “I do not think 
Congress could give blanket authority 
to the states to do the job.” 

Even though the U. S. Supreme 

(CONTINUED ON PAGE 19) 





Gets Legion of Merit 








John A. Mayer, assistant to the presi- 
dent and assistant secretary of Penn 
Mutual Life, has been presented the le- 
gion of merit which is the second high- 
est award of the navy to non-combatants. 
The presentation was made by Vice-Ad- 
miral Denfield, chief of naval personnel. 

Mr. Mayer was a commander in the 
navy and directed the field forces of 
the naval officer procurement program. 
He was in service about four years and 
has now returned to his duties at Penn 
Mutual. 


on N. Y. Version 


of Guertin Bill 


Requires State OK on 
Any Interest Factor 
Differential 


Revised Guertin legislation which is 
acceptable to the companies and to the 
insurance department, it is reported, is 
ready for introduction in the New York 
legislature. This is the pivotal state in 
the program to make it possible for 
companies to bring out new rate man- 
uals Jan. 1, 1948, on a uniform basis and 
in accordance with the uniform reserve 
and non-forfeiture valuation require- 
ments. 

In the original Guertin plan it was 
provided that mutual companies might 
pitch their reserve valuations with an 
interest factor 4% percentage point lower 
than that used in setting up non-for- 
feiture benefits. A larger spread could 
be made with the express approval of 
the insurance department. 

In what is reported to be an agreed 
bill in New York, it would be necessary 
for an insurer to get insurance depart- 
ment approval for the use of any such 
differential regardless of how small. 

While this may not appear to be an 
important difference, it might very well 
have the psychological effect of deter- 
ring companies that otherwise would do 
so, from using a differential up to ’%%. 

Another change from the original plan 
in the reportedly agreed bill is that the 
maximum interest rate for valuation 
purposes is set at 3%. The maximum in 
the bills already passed in other states 
is 3.5%. That would not have any prac- 
tical effect on company decisions under 
today’s circumstances, because it is be- 
lieved that no company wants to be less 
conservative than 3%. 

The New York legislature in 1943 
passed the Guertin bill, but it was vetoed 
by Governor Dewey on the grounds 
that he had not had time to study it 
sufficiently. 


New Jersey Banks 
May Seek to Write 
Life Insurance 


NEWARK-—Savings bank executives 
in New Jersey are studying the possi- 
bilities of a life insurance plan similar 
to that in effect in Massachusetts, New 
York and Connecticut. 

H. T. Stetson, president Half Dime 
Savings Bank, heads the group which 
feels the time is ripe for the Jersey sav- 
ings banks to enter the life field. 

The committee will survey the project 
with a view to drafting the necessary 
legislation. 





Occidental Covers Kaiser-Frazer 


A life, accident and sickness group 
contract on the Kaiser-Frazer Corp. has 
been placed with Occidental Life by the 
Michigan Insurance Agency, Detroit. 

It covers approximately 1,000 current 
employes of the corporation and em- 
ployes of the Graham-Paige Motors 
Corp. in Detroit. It is expected that 
some 14,000 employes will be covered 
when the new automobile manufacturers 
swing into full-time production. 
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N.A.L.U. Fiscal 
Year Membership 
Goal 45,000 


Dec. 31 Total 40,294 
—N. Y. Beats Chicago Out 
of First Place 


Registering the largest 12-month 
membership gain in its history, the Na- 
tional Association of Life Underwriters 
closed 1945 with an all-time high mem- 
bership of 40,294, showing an increase 
of 5,266 during the year, announces Wil- 
liam S. Leighton, New York Life, Min- 


neapolis, chairman of the membership 
committee. 
Thirty-nine new units were added to 


the roster 
number now 


during 1945 to increase the 
affliated to 432. Of the 
associations, 281 equalled or exceeded 
their previous year’s membership to- 
tals. Two local associations trebled and 
16 doubled their membership. 

Mr. Leighton announced that a mem- 
bership goal of 45,000 has been set for 
the fiscal year next June 30. N.A.L.U. 
membership at the close of 1943 was 
30,436. 

At the close of 1945 the New 
City association had regained its 
tion as the largest local unit with 2,048 
members. Chicago was second with 
1,879, and the next eight leading associ- 


York 
posi- 


ations were Pittsburgh (1,097); Los 
Angeles (885); Boston (853); Phila- 
delphia (756); Cleveland (674); Detroit 
(584); Indianapolis (558), and Buffalo 
(508). 


The 10 leading states were New York 

(4,227); Pennsylvania (3,758); Illinois 
3,024); California (2,441); Ohio (2,381); 
Texas (2,119); Indiana (1,492); Massa- 
chusetts (1,370); Michigan (1,281), with 
Missouri and Virginia tying for tenth 
with 1,140 each. 

Pennsylvania. with 30 has the largest 
number of local associations. Texas was 
second with 24, then Illinois, 23; New 
York and Ohio, each 22; North Caro- 
lina, 19; Indiana, 18; Virginia, 15; Cali- 
fornia, Iowa and Michigan, 14 each. 


Great-West Has 
New Training Course 


Introduced at managers’ meetings in 
Chicago, Toronto, Montreal and Winni- 
peg, an entirely new basic sales training 
course has been issued by Great-West 
Life. The course has been designed as 
a text for the basic training of all new 
representatives. 

Enthusiastic reports about the course 
have been received from the managers. 
The latter, themselves graduates of the 
course, indicate that the new plan of 
training will be of the greatest value to 
them in the successful induction of new 
men into the business. 

At present the course consists of nine 
booklets, dealing with facts concerning 
Great-West Life and the business from 
the agent’s standpoint. It presents prac- 
tical working habits and practices used 
by successful men in the company and 
in the business generally. In the near 
future three additional booklets will be 
published. 

The successful completion of the 
course is the first step towards receiving 
a diploma which marks the recipient as 
a trained Great-West Life representa- 
tive. 

Arthur Johnston, who recently re- 
joined the company after active service 
in the Canadian navy, is educational su- 
pervisor. 


——=s 


Issues Are Closely Drawn Celebrate 
in S. C. Tax Arguments 


WASHINGTON—The merits of the 
South Carolina 3% discriminatory pre- 
mium tax on foreign insurers are before 
the Supreme Court, as a result of Pru- 
dential’s appeal from the South Caro- 
lina supreme court in its suit against 
Commissioner Benjamin, the _ state’s 
motion to dismiss the appeal or affirm 
the state court’s judgment, and the 
company’s reply brief protesting against 
such course. The case, however, has 
not yet been argued orally. 

Prudential, according to the brief, 
in 1945 paid in 16 states “whose taxes 
place a burden on interstate commerce 
(exclusive of the other 32 states where 
the tax is either questionable or non- 
discriminatory) $6,072,355. These states 
are Alabama, Florida, Illinois, Indiana, 
Kansas, Kentucky, Michigan, Missis- 
sippi, Nebraska, North Dakota, Ohio, 
Oklahoma, Pennsylvania, South Caro- 
line, Texas, and Wisconsin. 

Prudential estimates total of “similar 
discriminatory taxes” paid by other 
companies in those 16 states amounts 
to $32,900,000. The questions raised are 
declared vitally to affect the insurance 


business and the fiscal operations of 
the states. 
Asks Early Decision 

The company urges decision of the 
case before the time this year when 
companies “will be required to engage in 
additional litigati on contes sting the valid- 
ity of 1946 premium taxes. 

What effect was public law 15 in- 
tended to have on state discriminatory 


premium taxes, Prudential asks, and to 
what extent was Congress constitution- 
ally able to so legislate? 

“Certainly, Congress has no authority 
to levy a tax in a particular state for 
the benefit of that state,” says Pruden- 
tial, ‘nor does Congress have authority 
to adopt as its own a state law which 
it could not constitutionally enact. 
Congress has no authority to authorize 
South Carolina to levy a tax on 
foreign insurance companies, but, if the 
interpretation placed on public law 15 
by the supreme court of South Carolina 
is permitted to stand, the effect is to 
delegate to the state authority which 
Congress itself does not posses.” 

The company directs attention that 
12 states out of 28 whose premium 
taxes, as of January, 1945, in its opinion, 
burdened interstate commerce, have re- 
cently enacted legislation “either com- 
pletely or practically” eliminating the 
premium tax discrimination, while three 


3% 


other states have passed laws purport- 
ing to do so, “but, in the opinion of 
the appellant” failing to do so. 

The 12 states alluded to are 
zona, Arkansas, Iowa, Maine, Boe 
New Hampshire, New Mexico, Oregon, 
South Dakota, Tennessee, Washington 
and West Virginia. The other three 
referred to are Florida, Oklahoma and 
Texas. 

Thus legislatures of those _ states 
named, Prudential says, “have impliedly 
acknowledged the unconstitutionality of 
their respective previous premium tax 
statutes.” 

South Carolina, in its motion, con- 
tends that the questions involved are 
“unsubstantial” and do not need further 
argument. ‘4 

The state contends (1) the company 
has failed to show its tax unfairly 
discriminates against foreign companies ; 
that (2) the tax is levied against an 
intrastate activity of the company; (3), 
it does not contravene the due process 
or equal protection clause of the 14th 
amendment; (4) any burdens imposed 
by the state law on interstate commerce 
are authorized by public law 15, and 
(5) that that law “authorizing and ap- 
proving” the South Carolina law “is a 
proper exercise of congressional power” 
under article 1, section 8, clause 3 of 
the federal Constitution. 

In a brief in support 
to dismiss or affirm, the state said Pru- 
dential paid the premium tax for many 
years without protest. The business of 
many corporations includes both inter- 
state and intrastate activity, and such 


of its motion 


corporations are subect to regulation 
and taxation both by federal and state 
governments. 

If the South Carolina tax is consid- 
ered as levied on the right to do busi- 
ness in the state inna by a per- 
centage of annual premiums on. state 


business, it is a tax on intrastate activi- 
ties, the state argues. Congress may 
authorize a state to regulate interstate 
commerce or to impose burdens upon 
it, it is further argued. 

Prudential’s alleged contention that 
the S.E.U.A. case destroys the state’s 
power to regulate and tax foreign com- 
panies and invalidates the South Caro- 
lina law is declared by the state to be 
“based upon a misconception of the 
scope in that case.” 

The holding that certain phases of 
insurance activity subjected companies 
to anti-trust regulation ‘does not mean 

(CONTINUED ON PAGE 20) 





Bankers Life Welcomes Detroit Manager 








Wm. F. Winterble, agency vice presi- 
dent of Bankers Life of Des Moines, 
welcomes Lt. Joseph V. Buck, Detroit 


manager who returns to his post after 
service in the marines covering a period 
of 1% years. 


Mutualization of 
General American 


Festivities Mark Attain- 
ment of Goal in Less 
Than Decade | 


ST. LOUIS—Mutualization of Gen- 
eral American Life has been completely 
accomplished. 

The final step in the program, which 
was started in June, 1936, was taken at 
the annual meeting Tuesday, with the 
transfer of ownership from stockholders 
to policyholders and retirement of the 
final 9,400 shares of stock at a cost of 


$564,000. Payment was made at the rate 
of $60 per share, the price at which the 


stock was “frozen” when the plan was 
started. 
The total from surplus earnings of 


General American that was utilized to 
complete the program was $3,494,000, 
Under the arrangement stockholders 
were limited to only 3%4-4% on the $60 
valuation and on the unretired stock, 

President W. W. Head declared: 

“From this day on, our policyholders 
will not only receive the final protection 
of their insurance; but they will also be 
the sole owners of the company, sole 
beneficiaries of its assets and earnings 
and sole arbiters of its destiny.” 

“Tt is impossible,” he added, “for any 
individual to control the company 
against the best interests of the policy- 
holders who compose it and own it.” 


Year End Figures Given 


As of Dec. 31, 1945, General American 
had insurance in force of $759,328,000; 
assets of $147,166,000, and had $500,000 
capital and guaranty fund; $1% million 
net surplus, plus $7,530,000 in contingent 
funds. 

The completion of the program was 
celebrated Tuesday at a dinner attended 
by more than 500 members of the home 
office staff. 

Presentation was made to the com- 
pany of a portrait of President Head 
painted by Charles F. Galt, St. Louis 
portrait artist. 

Hugh Stephens of Jefferson City, a di- 
rector, in presenting the portrait, com- 
mended Mr. Head for his unselfish, gen- 
erous and self-sacrificing action in pro- 
posing and making effective the mutual- 
ization program of the company. He 
said that at the time that the plan was 
launched, Mr. Head was the largest in- 
dividual stockholders and that through 
the retirement of his own stock, 
foregone the future earnings and profits 
which would have been received through 
his stock. He estimated that Mr. Head’s 
personal contribution toward making the 
company’s mutualization possible,  to- 
gether with that of his family, had ex- 
ceeded $1 million. 

Guests of Honor 

Guests of honor included: Ray B, Lu- 
general counsel Kansas City Life, 
Scheufler of Kansas City, 
of Missouri; 


Cas, 
and Edward L. 
former superintendents 
Owen G. Jackson, the present superin- 
tendent; James P. Aylward, former spe- 
cial counsel for the department; R. L. 
Daniel, former Texas commissioner; O. 
R. Jackson, former chief examiner of the 
Missouri department; Carroll E. Nelson, 
former department actuary; C.F. 
O'Donnell, president Southwestern Life; 
Glenn Evans, deputy superintendent of 


Missouri; Ralph C. Lashly, chief coun- 
sel for the department; Judge Fred L. 
Williams, special counsel for General 


American; Chris J. Muckerman, John 


(CONTINUED ON PAGE 20) 
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Slump in Group 
But Temporary, 
Parkinson Asserts 


Reconversion Loss $1 
Billion 960 Million; ‘46 
Prospects Bright 


NEW YORK—Despite a decrease in 
the amount of employe protection through 
group insurance in 1945, which resulted 
mainly from the complete shutting-down 
of industrial organizations engaged ex- 
clusively in war production, Thomas I. 
Parkinson, president of Equitable So- 
ciety, predicts that with the ending of 
reconversion and with stabilization of 
employment, there will be large gains in 
writings in the present year. These 
writings, it was estimated, will exceed 
those of the best previous year, and 
bring the total volume in force in all 
group-writing companies above the high 
peak that was registered at the end of 
1944. 

Mr. Parkinson based his prediction on 
the prospects of Equitable in 1946, es- 
pecially as they apply to group life in- 
surance, generally regarded as the pri- 
mary coverage. In new business writ- 
ten in that form of protection in 1945, 
Equitable’s volume of $202 million was 
approximately one-fifth of the writings 
of nearly 100 companies in the field. 

Mr. Parkinson claimed that E quitable 
also maintained its leadership in the 
writing of group annuities while its to- 
income of approximately 
$180 million in 1945 for all group cov- 
erages exceeded the record of 1944, the 
best previous year, by about $15 million. 


Huge War Record 


Three of the war years, beginning 
with January, 1942, Mr. Parkinson said, 
registered a gain of nearly $7 billion in 
group life insurance, equal to the in- 
crease in the best previous seven-year 
period, to bring the total in force in all 
group-writing companies at the end of 
1944 to $25 billion 600 million, an all- 
time high. A considerable proportion of 
that three- year gain came from increased 
employment in existing groups con- 
verted to war production and from new 
ordnance and other plants exclusively 
engaged in such production. 

“Since the writing of group protec- 
tion is primarily dependent upon em- 
ployment, it was naturally expected that 
this type of insurance business would 
show a decrease during the industrial 
reconversion period following the ending 
of the war,” he declared. “This is pre- 


cisely what has occurred, with the de- 
crease estimated at 9% Figures just 
made available indicate that the seven 


major companies, writing about 85% of 
all group life insurance, have experienced 


a net loss of approximately $1 billion 
$960 million, 
“This decrease resulted largely from 


the cancellation of group protection in 
many large plants devoted wholly to war 
production and which ceased ee 
entirely. The net loss was made consider- 
ably less by the writing of appt roximately 
$1 billion of new group life insurance 
tHective in 1945, comparing favorably 
with the amount written in a normal pre- 
War year. pis 


South Coast Life Expanding 


Paul Stever, formerly with the Austin, 
ex, agency of the Republic National 
Life, has been appointed San Antonio 
district manager of South Coast Life 
of Beaumont. The company, which has 
nfined its operations to east Texas, is 
Mow planning an agency expansion 
program. 
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J ohn Hancock’ s Proposed Village 








BOSTON— 


To build housing develop- 
ments that will be a source of pride to 
residents of suburban communities is the 
purpose of John Hancock Mutual Life, 


which recently announced that it has 
been making detailed studies of the pos- 
sibilities in suburban housing for a 
sound investment. 

John Hancock contemplates the erec- 
tion of the garden village type of com- 
munity, designed along lines similar to 
developments in Pittsburgh, Dayton, O., 
Alexandria, Va., and Washington. 

Present plans are for the erection of 
a garden village in suburban Boston and 
several sites are under consideration. 
The company is now exploring the pos- 
sibilities of a tract in the Brookline-West 
Roxbury section on which it holds an 
option. That area is now zoned for single 
detached dwellings and a change in the 
zoning laws would be necessary, as the 
project would consist of self-contained 
single units and the duplex type of 
home. 

John Hancock plans to erect single 


houses on the boundaries of the devel- 
opment, which will follow the general 
character and architecture of the sur- 
rounding community. The general de- 
sign of the homes will be based on the 
established architectural styles of the 
community. For example, the drawing 
above of the proposed Brookline-West 


Roxbury community shows exteriors 
planned to follow the New England 


colonial consist of 


four, 


type. Family units 
five and six rooms. 

John Hancock is studying the possi- 
bilities for developments in a variety of 
areas, but . is proposed at the present 
time to use the development in its home 
area as a proving ground. 

Rentals will be scaled to permit eco- 
nomical housing for the middle-income 
families, while giving the company a 
reasonable return on its invested funds. 


Otis T. Abbett has been appointed 
district manager of Atlantic Life at Cor- 
pus Christi, Tex. 
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The Long Range View 


A prospect bureau lead is too often viewed as either an 


idea for immediate use or a tip of no value at all. 


In 1936 one of our most dependable veterans of the field 
received a prospect lead that on the face of it seemed to offer 
The prospect already w 
with our company and $4,000 with other companies. 
an accountant with an income of $5,000, and wished no more 


coverage, at least for the time being. 


underwrite 
*1.000 contract for his wife, 


and “2.600 on his sister 


that he 


sod was four policies, for SO ,bb1, $7,343, 


passed before 


more 


During the time the underwriter had been patiently work- 
‘, the accountant had worked his way up to the position of 


president of the manufacturing company. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON } 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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N. J. and Cal. 


Situation in Eastern 
State Is Believed 
Especially Critical 





Those who are watching the progress 
of health insurance proposals throughout 
the country currently are particularly in- 
terested in the situation in New Jersey 
and California. 

The New Jersey legislature, which 

meets annually, is in session and it is 
understood that CIO and AFL have 
agreed upon a health insurance bill and 
that it will receive the blessing of Gov- 
ernor Edge. The chances of its passage 
are regarded as excellent, particularly 
because New Jersey is one of the few 
states in which employes are required to 
pay a tax for unemployment compen- 
sation benefits. These payments could 
be converted into premiums for com- 
pulsory state health insurance and there 
would thus be no added cost to the em- 
ploye, at least at the outset. A similar 
situation prevailed in Rhode Island 
which was the first, and is the only state 
so far, to enact a state health insurance 
measure. 
_ The California legislature has gone 
into special session and health insurance 
was one, of the subjects on the very 
lengthy ¢all. Last year Governor War- 
ren advocated such a law but he was 
not able to put it through. Such a meas- 
ure at this time will have a very strong 
backing but it may run into obstacles be- 
cause there are study committees of sen- 
ate and house that are not due to report 
for several months. Those groups might 
very well object to passage of legisla- 
tion before they have had an opportu- 
nity to report. 


Cal. Has Employes Tax 


California is one of the states in which 


there is a 1% tax on employes for un- 
employment compensation. The fourth 
is Alabama. 

In Rhode Island there was a 14% 


tax on employes for unemployment com- 
pensation. When state sickness insur- 
ance was introduced 1% was diverted 
to the sick insurance fund. There is 
now a movement in the state to channel 
the other .5% to the sick insurance fund. 

In Rhode Island as a result of this 
law, group disability insurance is vir- 
tually a thing of the past and insurers 
are very selective in their underwriting 
of individual A. &. H. policies due to 
the hazard of overinsurance. A worker 
can collect his state sick benefits on top 
of workmen’s compensation and on top 
of continuation of salary by the em- 
ployer, to boot. So a personal accident 
and health policy to top it all off might 
make a period of disability an extremely 
inviting prospect. 

Some attention is being given to the 
New York legislature. Especial interest 
will be taken in the report of the medi- 
cal care commission appointed in 1944 
by Gov. Dewey that is headed by Dr. 
Basil MacLean of Rochester. That re- 
port is due Feb. 15. 

The insurers are in favor of the so- 
called New Hampshire plan that re- 
quires employers to provide disability in- 


surance through commercial sources. 
There would be no. state insurance 
fund. 


HEALTH BILL INN. Y. 
ALBANY—A state health insurance 
bl will be introduced in New York 
(CONTINUED ON PAGE 20) 














4 


HieNATIONAL UNDERWRITER 


January 18, 1946 














All Lines, All - 
Managers Parley 
of Travelers 


The first conference in 17 years of all 
branch office managers of all depart- 
ments of Travelers will be held at the 
home office Feb. 4-8. The 187 managers 
in the United States and Canada have 
been invited. 

J. Doyle DeWitt, assistant to the 
president, is serving as general chairman. 

Supervision of meetings of life manag- 
ers will be in the hands of H. H. Arm- 
strong, vice-president. 





Headliners for Ky. Congress 


COVINGTON, KY.—Speakers at the 
northern Kentucky sales congress here 
Jan. 24 are C. V. Anderson, Provident 
Mutual, Cincinnati, “The Value of 
Definite Income”; J. C. Benson, man- 
ager home office agency Union Central, 
Cincinnati, “Value of Membership in 
the Life Underwriters Association”; W. 
Scott Smith, general agent Massachu- 
setts Mutual, Louisville, ““Practical Sales 
Ideas for 1946”; and Capt. Laurence 
Hall, assistant pastor Christ Church, 





Cincinnati. 








. * THE WARNINGS IS- 
SUED SOME TIME AGO BY 
OUR LEADERS AGAINST 
CARELESS RECRUITING 
SEEMED TO ME AT THE 
TIME TO BE UNNECESSARY. 
BUT NOW I BELIEVE THAT 
THEY SHOULD HAVE BEEN 
ISSUED IN EVEN STRONGER 
TONES. 


FOR WE ARE RECEIVING 
SO many requests for informa- 
tion on training programs, pen- 
ciled requests on post cards, 
almost illegible notes on hotel 
stationery, evidences of a type 
of recruit who at least on the 
face of the matter should never 
have been recruited. 


HERE IS A PARAGRAPH 
FROM ONE LETTER — “I 
have been appt. an agent for this 
county and I am going to sell 
$150,000 in 6 mos. and then train 
two men to sell $150,000 each 
before the end of the yr. Then 
I get a big bonus. I have never 
sold anything so I must hurry. 
Pls. to rush me your training 
course.” Something _ terribly 
wrong about this kind of picture! 


*x* * * 


DO THE PEOPLE WHO ARE 
LIVING IN YESTERDAY’S 
RECRUITING WORLD EVER 
ASK THE QUESTION: “IF 


EVERYONE DID AS I AM 
DOING, WHAT KIND OF 
BUSINESS WOULD THIS 
BE?” 


PAUL SPEICHER 
Managing Editor 
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Pan-American Passes 250 Million 








Kenneth D. Hamer, vice-president and 
agency director, Pan-American Life, 
is here handing a statement to President 
Crawford H. Ellis, while Executive Vice- 
President Edward G. Simmons, center, 
looks on, showing that the company, as 
of Dec. 31, 1945, passed the $250 million 
mark in insurance in force. 


S.S. Board, Treasury 
Are at Outs 


The “Telegraph & News” of Macon, 
Ga., displayed prominently the story of 
an Equitable Society agent who, Dec. 
14, had been notified by the social secur- 
ity board that he had been determined 
to be an employe of Equitable and 
would be assigned a social security ac- 
count number. The agent is Louie A. 
Shirley. ‘“Maconite Wins Long Fight 
for Social Security Right,’ the story 
was captioned. 

Mr. Shirley, commencing in 1940, 
sought to establish his right to collect 
social security benefits. He said he ap- 
pealed even to President Roosevelt. He 
declared that he was working not alone 
for himself but for the thousands of 
other agents “who had reached retire- 
ment age after devoting the best years 
of their life to the sale of life insurance, 
and would have no social security pro- 
tection during their last years.” 

The social security board in recent 
months has been giving similar notifi- 
cation to life insurance agents and has 
declared its willingness to make sur- 
vivors payments to widows of agents. 

The social security board policy has 
been pursued in the face of Treasury 
Department ruling that ordinary life in- 
surance agents are not employes and 
in the face of the fact that the Treasury 
has refused to impose any social secur- 
ity tax upon agents or their insurance 
companies. The social security board 
indicates an intention to go ahead and 
pay thé benefits even though no social 
security premium had been paid by way 
of tax. It may be that this is some sort 
of a tactical maneuver on the part of 
the social security board to force the 
issue and either get the Treasury to 
change its tune or to bring about 
amendatory legislation definitely making 
life insurance selling a covered em- 
ployment. 


Conn. Mutual Refresher Under Way 


Connecticut Mutual’s second post- 
war training course for new agents is 
being held at the home office Jan. 7 
to 18. Sixty-three per cent of those 
attending are veterans and 17 states 
are represented. 

The school is under the general di- 
rection of Vincent B. Coffin, vice-presi- 
dent and superintendent of agencies, 
with Richard E. Pille, educational di- 
rector, in charge, assisted by Edward 
C. Andersen and Frederick O. Lyter, 


assistant superintendents of agencies. 


New business paid for in 1945 was 
$40,240,000, an increase over 1944 of 
$6,100,000. Net gain in insurance in 
force for the year was reported to be 
$24,572,00. 

Pan-American’s assets were increased 
$8,130,000, and total assets now exceed 
$68,100,000. 


Million a Day 
Behan Production 


With sales averaging more than $1 
million per business day, Massachusetts 
Mutual representatives sold more than 
$28 million in the testimonial to Vice- 
president Joseph C. Behan. On Jan. 1 
he celebrated the 50th anniversary of his 
service with the company. 

The campaign was initiated and spon- 
sored by the field force. George E. 
Lackey, Detroit, was general chair- 
man. The company had no part in spon- 





soring the campaign, but loaned the 
services of Seneca Gamble, who directed 
the promotion. 

“Orchids for Joe Behan” was the pro- 
motional theme, and throughout the 
campaign, a golden bowl 16 inches wide 
and 8 inches deep stood against a 
gold cloth background on Mr. Behan’s 
desk, to receive the orchid petals. It 
was brimful when the campaign ended. 

Gold bordered greeting cards reached 
Mr. Behan by special delivery at his 
home, bringing congratulations and good 
wishes from hundreds of field men. 

When Mr. Behan reached his office 
the next day he was greeted by 50 red 
roses from his fellow officers and an 
arrangement of 50 varieties of flowers 
from the home office family. During the 
luncheon Chairman Bertrand J. Perry 
presented the Massachusetts Mutual 50- 
year service medal to Mr. Behan. 

The business submitted during the 
campaign kept the home office busy 
many nights, and issues have not yet 
caught up to applications received. 


Use The 4 & H. Bulletins for disabil- 
ity policy and sales data. Write The 
A. & H. Bulletins, 420 E. 4th St., Cincin- 
nati 2, Ohio. 


“Risk Appraisal” by 
Dingman Is Now 
on the Press 


“Risk Appraisal,’ the first complete 
treatise in nearly 20 years, on the vitally 
important subject of how to select and 
appraise risks for life insurance and for 
accident and health, will be published 
shortly by THe Nationar UNbERWRITER. 
Written by Harry W. Dingman, vice- 
president and medical director Conti- 
nental Assurance, this new comprehen.- | 
sive volume of some 850 pages is ex- 
pected to become the new standard of 
authority on modern underwriting prac- 
tices. It is the first complete treatment 
of selecting and appraising risks since 
“Insurability’ by the same author was 
published in 1927. A _ multitude of 
changes has created a need for an up- 
to-date, practical and authoritative 
guide to “Risk Appraisal.” 

Besides being indispensable to home 
office men, “Risk Appraisal” is also of 
great interest and value to general 
agents, managers, brokers and progres. 
sive agents, as is proven by the fact 
that about 50% of the long list of ad- 
vance orders are from field men. Pre- 
senting in understandable language, all 
of the factors that determine insurabil- 
ity, Dr. Dingman’s new volume will 
make for a better understanding of 
modern underwriting and of the factors 
which permit forecast of health and 
longevity. It will be particularly help- 
ful in the handling of “border line” 
risks and in the promotion of uniform 
underwriting. Agents will find much in 
“Risk Appraisal” of practical value in 
selecting risks so they will have the best 
chance of approval at the home office. 


Considers All Phases 


In 34 concise chapters “Risk Ap- 
praisal” specifically considers all phases 
of the subject: the hereditary, environ- 
mental, economic and physical factors— 
with special stress on habit and morals, 
and medical and physical impairments. 
Each subject is considered so as to 
make its significance certain and pre- 
sented with warning of symptoms of 
related troubles that may affect the in- 
surability of the case. 

A cross-index facilitates quick loca- 
tion of anything that may have a 
bearing on a case in question. Especi- 
ally important is the treatment of 
psychoneurosis, soldier rejectees, tropi- 
cal diseases and war disablements, 
which, like all other subjects are treated 
in detail. 

Dr. Dingman is 
qualified 


one of the best 
underwriting authors in 
America. His earlier books, “Insurabil- 
ity,” 1927, and “Selection of Risks,” 
an abbreviated compend published in 
1935. have been used by practically 
every life and accident company in the 
world. He has a terse, logical and un- 
derstandable style. Few company ex- 
ecutives have his keen understanding of 
relationship between field and home 
office in underwriting. “Risk Appraisal” 
is written with a remarkable freedom 
from technical language, with short 
words and short sentences to get over 
the author’s points quickly. Dr. Ding- 
man is a fellow in the American Medi- 
cal Association and a member of many 
insurance and medical societies. 
“Risk Appraisal,’ now on the press, 
will sell singly at $10 and may be 
ordered from Tue NATIONAL UNDER- 
WRITER, 420 East Fourth street, Cin- 
cinnati 2, O., or from any NATIONAL 
UNDERWRITER branch office. 





Hobbs Speaks in Indianapolis 


P. B. Hobbs, vice-president of the 
National Association of Life Under- 
writers, addressed the Indianapolis as- 
sociation Thursday at a luncheon meet- 
ing on “These Piping Times of Peace. 
He is agency manager in Chicago of 
Equitable Society, past president _ IIli- 
nois association, and past president 
Chicago Life Insurance & Trust Council. 
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It’s silly— 


| wouldn’t have it. 





SAME WORDS—opposite meaning! One 
reason why you have to use women’s talk 
to women if you want their understanding 
—and that holds when you're discussing 


insurance with them, too. 






THE MAGAZINE WOMEN BELIEVE IN 
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“Regionnaires” 
Again to Meet 


The annual regional conventions of 
the Aetna Life’s corps of “Regionnaires” 
will be resumed this year after a four- 
year suspension. 

The western meeting will be held June 
19-22 at the Tahoe Tavern, Lake Tahoe, 
Cal.; the eastern regional at Hotel 
Mount Washington, Bretton Woods, 
N. H., July 1-4, and the central regional 
at the Grand Hotel, Mackinac Island, 
Mich., July 8-11. 

The “Regionnaires” are top salesmen 
who have to meet certain production re- 
quirements. 


Occidental Opens Branch in 
Denver: Long Manager 


Occidental Life of California will have 
two offices in Denver with establishment 
of a branch office there with John Long 
as manager. The Harry E. Tandy 
agency, which has represented the com- 
pany there since 1932, will continue as 
a brokerage office under Mr. Tandy’s 
direction, and will retain its office in 803 
First National Bank building. The branch 
is in suite 706 in the same building. Full 


” 


time agency operation will be conducted 
there and all Occidental Denver agents 
have transferred to the branch. 

Mr. Tandy joined Occidental in 1931 
at Denver after experience as a banker 
in Colorado, where he was born. Mr. 
Tandy is a member of the Leading Pro- 
ducers Club. 

Roy McAnally, home office supervisor, 
has moved his office to 701-702 First 
National Bank building, where he shares 
headquarters with J. E. Hall, regional 
group supervisor. 


Colonial Life Campaign 
Sets Production Record 


A nine-week production compaign or- 
ganized by the field force of Colonial 
Life in honor of President Richard B. 
Evans resulted in more than $2 million 
of ordinary business,and a substantial 
amount of weekly premiums. 

The campaign was carried on un- 
known to Mr. Evans and he first learned 
of it when presented with the results 


Dec. 15, the best production record for 
any corresponding period in company 
history. 


Each branch presented Mr. Evans with 
a scroll listing individual performances 
and totals for the branch. 
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Commentary 


FIVE GREAT TRUTHS 


Consider the importance of basic principles. 
Consider, then, your life insurance career. 


ceed unless based upon sound, fundamental truths? 
Here at Commonwealth, we seek ever to instill into 


upon which we ask them to build their careers in the life 


You are selling a service which is worth more to the 

You have an essential message for every man and 

You are the only salesman who asks his prospects to 
save money, rather than to spend it. 

Your service benefits society at large as well as the 
individual with whom you do business. 


new grounds for confidence and enthusiasm. 


Insurance in Force, Nov. 30, 1945 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 
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Phoenix Mutual Men 
Are Promoted 


Phoenix Mutual Life directors at a 
meeting promoted seven home office 
men. 


Lyndes B. Stone and Herbert C. Skiff 


were elected secretaries; A. Chandler 


fa . — senda 





HERBERT C. SKIFF 


Ryder and Paul H. C. Haggard were 
named assistant secretaries; Hugh S. 
Campbell was appointed assistant coun- 
sel and George H. Hamilton and Olin J. 
Budd were appointed assistant comp- 
Messrs. Campbell and Hamil- 
ton are in service in the U. S. naval re- 
serve, and their promotions will be ef- 
fective upon their discharge from active 
duty. 

Mr. Stone, graduate of University of 
Kansas, and Yale Law School, joined 
the legal department of Phoenix Mutual 
in 1931. He was named attorney in 1934, 
head of the mortgage loan division in 
1941, and assistant secretary and treas- 
urer in 1939, assistant treasurer in 1941, 
and assistant secretary and treasurer in 
1944. He is a member of the Connecti- 
cut bar. 

Mr. Skiff, graduate of Wesleyan Uni- 
versity, joined the company in 1923 in 
the sales promotion division, of which 
he was made manager in 1928. In 1932 
he was advanced to agency secretary; in 
1944 to assistant secretary. 


Experience of Others 


Mr. Ryder, a member of the com- 
pany’s treasury department since 1931, 
is a graduate of University of New 
Hampshire. He became assistant to the 
treasurer in charge of the bond division 
in 1939, and assistant treasurer in 1941. 
During the war he was a reserve naval 
lieutenant, junior grade, being placed on 
inactive status in November, 1945. 


Mr. Haggard, graduate of Williams 
College and Hartford College of Law, 
joined Phoenix Mutual in 1932 and later 
became head of the income settlement 
division. He was advanced to attorney 
in 1940. Upon return in December from 
service as a lieutenant in naval reserve 
he was placed in charge of the planning 
department. 

Mr. Campbell was graduated from 
Trinity College in 1932, and also is a 
graduate of Hartford College of Law 
and a member of the Connecticut bar. 
He entered the legal department in 1933 
and was advanced to attorney in 1937. 
He is a lieutenant in naval reserve and 
expects to be placed on inactive status 
in February. 


Hamilton Still in Service 


Mr. Hamilton, also a lieutenant in na- 
val reserve, will return to the company 
in March. He received the degree of 
bachelor of science in industrial engi- 
neering from Sheffield Scientific School 
of Yale University in 1931 and joined 
Phoenix Mutual’s accounting division the 
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Direct: Reading 
Electrocardiograph 
Is Brought Out 


NEW YORK—Several new 
direct-writing electrocardiograph ma. 
chines have recently been put on the 
market, one of which has been given 
widespread publicity as a new weapon jp 
the war on heart disease. These elimi- 
nate the extra work and delay involved 
in the usual process of making an elec. 
trocardiogram in which the tracing must 
be developed in a photographic dark 
room. 

However, 


portable 


while conceding the value 
of a portable machine otf the direct. 
writing type in making a speedy exam- 
ination of a patient suffering from 4 
heart ailment, life insurance heart ex. 
perts are inclined to discount the value 
of such new machines either in cutting 
down heart deaths or bringing about 
wider use of the electrocardiogram in 
selection procedures. 

The best-publicized of these portable 
direct-writing machines traces the wave 
on waxed paper and the pattern is thus 
more vulnerable to damage than the 
usual type of tracing. Heat, for example, 
might cause the tracing to disappear by 
melting the wax. 


Future Developments 


Another electrocardiograph develop- 
ment, but one that is still in the future, 
is the use of the cathode ray tube, such 
as is used in television. This would per- 
mit the wave to appear as it is re- 
corded, very much as on a television 
screen. The present difficulty with its 
use is that it is not sufficiently selective 
but picks up other minute bodily mani- 
festations whereas the galvanometer used 
in the electrocardiograph responds only 
to the variations in electrical current in 
the heart muscle. 

While considerable progress has been 
made in the interpretation of cardiograph 
tracings, the only improvement in the 
machines themselves has been a reduc- 
tion in size and in simplicity of opera- 
tion. Early machines required the serv- 
ices of an expert and even an expert 
had to take a good deal of time to set 
up the machinery for each test. Any in- 
telligent person can operate a modern 
electrocardiograph. 


Ill. Federation Committees 
Prepare for Meeting 


Nominating and auditing committees 
have been appointed by Rollin M. 
Clark, president of the Insurance Fed- 
eration of Illinois, in preparation for the 
annual luncheon meeting to be held 
Feb, 19 in the Palmer House, Chicago. 
The nominating committee includes 
W. H. Hansmann, Fidelity -& Deoows 
LD: “Cavanaugh, Federal Life; E. H 
Forkel, National Fire group; A. IL 
Wolff, Associated Agencies; J. B. Par- 
ker of Mack & Parker, and ‘the auditing 
wag G. H. Ahrold, U. S. F. & G,; 

C. Read, Car & General, and W. A. 
ada Indemnity of North America. 

The executive committee with C. 


Axelson, Northwestern Mutual Life, as 
chairman, is serving as program com- 
mittee. 





New Aetna Life School 
HARTFORD — A_ new session of 


Aetna Life’s home office life school 1s 
under way with 33 men, includng 30 wat 
veterans, from 15 states in attendance. 








next year, being advanced to supervisot 
in 1944, 

Mr. Budd, a graduate of Hobart Col- 
lege and Harvard School of Business 
Administration, joined the Rochester 
agency of Phoenix Mutual in 1934 and 
went to the home office accounting divi- 
sion in 1941. In 1942 he was advanced 
to supervisor in the division. 
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Timetable Given 
for N.A.L.U. Omaha 


Mid-Year Parley 


NEW YORK—The schedule is an- 
nounced for the midyear meeting of the 
National Association of Life Under- 
writers in Omaha, March 13-16. 

On March 13 will be held the meeting 
of the board of trustees. 

On March 14, meetings of N.A.L.U. 





WANDLING 


LEE 


standing and special committees, with 
the state association officers meeting in 
the evening. 
On March 15 comes 
ing of the national council. 
On March 16 is the meeting of the 
board of trustees and the Omaha sales 


the meet- 


congress. ; 
The committee meetings, which 
will run concurrently on  Thurs- 


day, giving the committee members an 
opportunity to participate in the prepara- 
tion of the final reports to be submitted 
to the national council on the following 
day, are an innovation this year. The 
plan is being received with considerable 
interest. 

The Omaha committee, under the 
chairmanship of Lee Wandling, Equita- 
ble Society is in charge of local ar- 
rangements. Requests for hotel reserva- 
tions should be addressed to Robert A. 
i 600 Securities building, Omaha 2, 
Neb. 


17 Hospitals 
Withdraw from 
Mich. Blue Cross 


Seventeen Michigan hospitals have 
announced their withdrawal from _ co- 
operation with the Michigan Blue Cross 
plan, charging that what they receive 
irom the Blue Cross no longer covers 
their cost due to their increased ex- 
penses. 

However, W. H. Lichty, executive 
director of the Michigan Hospital Serv- 
ice, stated that he had notified each 
of these hospitals that under their con- 
tract they are obligated to give six 
months notice of intention to withdraw 
and that during that period they must 
Provide hospitalization for Blue Cross 
assured, 

The withdrawing hospitals consist of 
l4 institutions operated by the Sisters 
of Mercy and Alexander Blain hospital, 
harles Godwin Jennings hospital, and 
elray General hospital. 

There are two Sisters of Mercy hos- 
Pitals in Detroit—Mt. Carmel Mercy 
and St. Joseph Mercy, and there are 
Mercy hospitals in Pontiac, Ann Arbor, 
Battle Creek, Bay City, Grand Rapids, 


XUM 
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Muskegon, Cadillac, Manistee, Jackson, 
Lansing, Dowagiac and Grayling. 

Mother Superior Mary Carmelita 
stated that the withdrawal was decided 
on “to stop deficits which were piling 
up on patients admitted under the plan.” 
Actual costs, she declared, are some- 
times $2 a day higher than the amount 
recovered from the Blue Cross. 

Robert E. Geoghegan, superintendent 
of Highland Park General hospital, and 
chairman of a committee of the Greater 
Detroit Hospital Council, is quoted as 
stating that the committee is studying 
the possibility of withdrawing all 
member hospitals whose costs are above 
the prices paid by the Blue Cross plan. 
He stated that the committee is work- 
ing closely with Michigan Hospital 
Service in its study and a decision is 
pending as to whether the service in 
the future will pay the difference in 
cost to hospitals. He stated that many 
Detroit hospitals are going in the red 
on Blue Cross plan patients. 

Mother Carmelita said her organiza- 
tion is glad to do charity work but 
desires to choose its own cases. “We 
have served many well-to-do patients 
under the plan,” she said, “and lost 
money on them. We simply can’t afford 
to do it any more.” 

A conference of hospitals affiliated 
with Michigan Hospital Service will be 





held soon to thresh out differences says 
Mr. Lichty. 

Some months ago the hospitalization 
committee of the Detroit Accident & 
Health Association under George Le- 
Blanc, American Hospital-Medical Bene- 
fit, called the attention of the Greater 
Detroit Hospital Council to the charge 
that it is unfair to the public for the 
hospitals to in effect give preferential 
rates to Blue Cross assured. 

The council appointed a committee 
headed by Mr. Geoghegan, to investigate 
the data presented to them by the insur- 
ance men. The committee represents 53 
hospitals in the Detroit area. 

Mr. Geoghegan announced that there 
will be no mass withdrawal of Detroit 
hospitals from the plan. 





Continue “Differential Pay” 


Northwestern Mutual Life now has 
announced the continuance of “differ- 
ential pay” in 1946 to home office em- 
ployes still in the service under their 
first enlistment or induction, until they 
return to the company employ but not 
longer than 90 days after discharge. Fail- 
ure on the part of employes to apply for 
reemployment within 90 days will ter- 
minate such reemployment rights. In 
case of reenlistment the differential pay 
will stop. 
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Camps Not Trustee 
Candidate Now 


NEW YORK—In last week’s edition 
Manuel Camps, Jr., was mentioned as a 
possible selection to fill the N.A.L.U. 
trustee vacancy caused by the resigna- 
tion of E. Dudley Colhoun. Mr. Camps, 
who is general agent here for John Han- 
cock, is not a candidate at this time nor 
has he been, although many of his 
friends, acting from the best of mo- 
tives, suggested his name to W. H. 
Andrews, Jr., chairman of the nominat- 
ing committee. Both local and state as- 
sociations in New York would be 
glad to have endorsed Mr. Camps now, 
as they did last year, but it was decided 
that he shall not be a candidate. Of 
course, there is a possibility that Mr. 
Camps may be a candidate at some: fu- 
ture time. 





Kiwanians to Hear N. C. Litwack 


Ned C. Litwack, John Hancock, New- 
ark, business and estate analyst, will 
address the Kiwanis Club of Irvington, 
N. J. Feb. 5 on “Planning Your Affairs 
in a Changing Economy.” He is a 
life member of the Million Dollar Round 





Covering 


the 
Prospect Field 


LNL covers the entire prospect 
field. LNL agents can write— 





occupational or physical life rat- 
ing. LNL has a plan to fit the need. 
Graded death benefit plans too. 





More Than 
1% Billion 
Dollars of 
Insurance in 
Force. 





MEN: A wide range of retirement 
and protection plans. Par and 


nonpar. 


WOMEN: Popular retirement and 


low cost plans for married or 


single women. Par and nonpar. 


CHILDREN: Juvenile plans down 


Also attractive 


to one day old. 


educational plans. 5 


SUBSTANDARD: Whether it’s an | 


GROUP INSURANCE: Life, all 
casualty coverages, retirement 


plans and employee insurance. 
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Death Shows Up 
Inadequacy in 
Programming 


DETROIT—The ideal time to pro- 
gram a man’s estate is following his 
death, when exact values are known, H. 
H. Irwin, educational director Massa- 
chusetts Mutual, told the C.L.U. chapter 
here at a luncheon meeting. Home of- 
fices say that most programs arranged 
for clients are out of date when they 
die, he said. Often policies are found 
to have lapsed and the clean-up usually 
is inadequate. 

Virtually all clean-up funds arranged 
for in programs made prior to five years 
ago are insufficient today and will grad- 
ually become still more inadequate as 
inflation progresses in the future, as it 
is bound to do. 


Problems of Small Estates 


Adequate life insurance in an estate 
is more vital to the smaller estates and 
to the very large ones than to the me- 
dium-sized estates. No one earning less 
than $10,000 a year can hope to save 
much of anything except his life in- 
surance values. He is probably buying 
victory bonds, but almost certainly has 


them earmarked for some specific pur- 
pose; their proceeds will almost surely 
not remain in his estate. 

A man worth a million when he dies 
must have as a rule $400,000 cash avail- 
able to pay taxes, and not one such 
estate in a hundred has this much cash. 
Selling assets in order to raise cash can 
cause a terriffic shrinkage in the estate. 


Millionaire Needs Insurance 


A $2,000,000 estate would require 
probably over a million cash for taxes, 
and in most cases would be baukrupt 
by the necessity to raise that much in 
liquid assets. So the only way the rich 
man can provide for the necessary death 
dues is to carry insurance. Even after 
death taxes are paid, creditors get the 
first slice out of the remainder. 

Talking of trends in the business, he 
said emphasis will continue to be placed 
on contracts with a considerable term 
element where the need for protection 
exists, and at the other end of the scale, 
contracts with a high investment ele- 
ment will continue to be in strong de- 
mand. Agents should follow holders 
of term-element contracts with a view 
to conversion to more permanent forms 
as soon as possible. 


Use The A. & H. Bulletins for disabil- 
ity policy and sales data. Write The 
A. & H. Bulletins, 420 E. 4th St., Cincin- 
nati 2, Ohio. 





LIFETIME INDEMNITY 
FOR 
SICKNESS DISABILITY 


Written in combination with life 
insurance plans, including Term. 


First-day coverage if desired. 
Women written also. 
Not house-confining first year. 


Liberal policy definition governs 
house-confinement requirement after 


first year. 


Ask for“The Policy With a Heart” 


when inquiring. 
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Texas Tri-City 
Meet Feb. 14-16 


Texas agents will hear some of the 
nation’s leading salesmen at the 17th 
annual Texas Tri-City Sales Congress 
scheduled for Dallas, San Antonio, and 
Houston Feb. 14, 15 and 16, respectively. 





Ss. J. 


HAY 


The team of principal speakers who 
will talk in all three cities includes 
Clancy D. Connell, New York City gen- 
eral agent of Provident Mutual and 
president of the National Association; 
Lester O. Schriver, general agent at 
Peoria for Aetna Life and a past presi- 
dent of the National Association; Sis 
Hoffman, million dollar producer at 
Cincinnati for Union Central, and S. J. 
Hay, president of Great National Lite 
of Dallas. 


Six Round Table Spokesmen 


The Leaders’ Round Table of Texas 
will be represented at Dallas by J. Perry 
Moore, Houston, Great Southern; at San 
Antonio by Hunter M. Jones, Wichita 
Falls, General American, and at Houston 
by Julien K. Moore, Waco, Southwest- 
ern Life. The Industrial Leaders’ Round 
Table will be represented at Dallas by 
A. E. Minze, Houston, National Life and 
Accident; at San Antonio by R. P. Bax- 
ter, Rio Grande National Life; and at 
Houston by B. L. Loomer, Fort Worth, 
Universal Life and Accident. 

Headquarters for the sessions will be 
the Baker hotel in Dallas, the Gunter 
hotel in San Antonio and the Rice hotel 
in Houston. 


Prudential Investigates 
St. Louis Housing Sites 
ST. LOUIS—John S. Jewett, second 


vice-president of Prudential, was in St. 
Louis last week to investigate housing 
investment possibilities. 

Mr. Jewett, who has charge of real 
estate investments and commercial loans 
for Prudential, was in St. Louis as a 
result of a recent trip east by Mayor 
A. P. Kaufman to discuss the advan- 
tages of St. Louis for housing invest- 
ments. 


CONFER ON CHICAGO PROJECT 


Two representatives of Prudential at- 
tended a meeting of a subcommittee of 
the Chicago city council housing com- 
mittee. They were J. S. Jewett, second 
vice-president and Donald C. Hulmes, 
manager of the Chicago mortgage office. 
They stated Prudential is planning to 
erect two housing units in Chicago as 
soon as possible. One is a 200 unit 
project on about 10 acres. The other 
is a 200 to 400 unit project requiring 20 
acres. Plans are for garden type of 
apartments of three to five rooms rent- 








ing at about $20 a room. 


Protit Sharing 
Trust Starts with 
First Payment 


WASHINGTON, D. C.—An employe 
profit sharing trust starts when the first 
valid payment is made thereto rather 
than when the trust instrument was 
executed, according to a ruling by C, B. 
Allen, deputy internal revenue commis. 
sioner. 

The profit-sharing trust of the “¥ 
Company” did not come into existence 
until Jan. 10, 1944, when the first valid 
payment was made thereto, although 
the trust instrument was executed Dec 
29, 1943, so a deduction is not allowable 
for the caiendar year 1943 for a con- 
tribution made by the company to the 
trust. 

Under the circumstances, the depart- 
ment holds that no deduction is allow- 
able for a contribution on account of 
that year even though an accrual entry 
was made as of the last day of such 
year. The “M Company,” which reports 
to internal revenue authorities on an ac- 
crual basis, adopted the profit-sharing 
plan and executed a trust indenture Dec, 
29. It determined a contribution on ac- 
count of that year amounting to $42,000 
and set up the accrual entry in that 
amount as of Dec. 31. 

The text of the ruling follows: 

Under the local law prevailing in the 
jurisdiction where the employer and 
designated trustee are located the ele- 
ments of a trust are specified to consist 


of a person competent to create the 
trust, sufficient words to create it, a 
person capable to hold as trustee, a 


declaration of the terms of the trust, a 
definite subject matter and delivery to 
the trustee of specific property which is 
to constitute the corpus of the trust. 

In the instant case it is observed that 
all the elements were present on Dec, 29, 
1948, except the last, the trust corpus, 
which was not furnished until Jan. 10, 
1944. Thus, there was no trust in exist- 
ence at the close of the calendar year 
1943. Section 23(p)(1)(C) of the Internal 
Revenue Code provides for a deduction 
“In the taxable year when paid, if the 
contributions are paid into a stock bonus 
or profit-sharing trust, and if such tax- 
able year ends within or with a taxable 
year of the trust with respect to which 
the trust is exempt under section 165(a) 
* * *” The trust of the M company was 
not exempt for 1943 because it did not 
come into being until the corpus was 
furnished on Jan. 10, 1944. 

The provisions of section 23(p)(1)(E) 
are not applicable to the year 1948 in this 
case. That subparagraph provides that 
“For the purposes of subparagraphs (A), 
(B) and (C), a taxpayer on the accrual 
basis shall be deemed to have made a 
payment on the last day of the year of 
accrual if the payment is on account of 
such taxable year and is made within 
60 days after .the close of the taxable 
year of accrual.” Subparagraphs (A) and 
(C) pertain to contributions paid into a 
trust. Since there was no trust in exist- 
ence on the last day of the taxable year 
1943 a contribution to a trust could not 
properly have been accrued in that tax- 
able year. 

On the basis of the aforesaid observa- 
tions it is held that the employes’ profit- 
sharing trust of the M company did not 
come into existence until Jan. 10, 1944, 
when the first valid payment was made 
thereto, and no deduction is allowable for 
the calendar year 1943. 

The payment made on Jan. 10, 1944, 
intended as a contribution for 1943, may, 
however, be deductible in 1944 under the 
provisions of the first sentence of section 
23(p)(1)(C) of the Code, or in a later 
year under the carry-over provisions of 
the third sentence of that subparagraph. 


Morgan B. Brainard, president of the 
Aetna Life companies, was deluged with 
flowers and other gifts last week on his 
67th birthday. One of the floral tributes 
was a basket of 67 red roses from the 
Aetna Life Men’s and Girls’ Clubs. 





To Join in Farm Bureau Life 


Lewis F. Allen of Bowling Green, 
Ky., president Kentucky Farm Bureau 
Federation, told the annual meeting in 
Louisville that directors. have approve 
a plan to join a group of southern 
states in formation of the Southern 
Farm Bureau Life. It would be neces- 
sary for the Kentuckians to raise sub- 
scriptions for $60,000 in preferred stock 
as part of the necessary capital of the 
new company. 
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Bill to Ward Off 
R. R. Receiverships 


NEW YORK—Life companies own- 


ing railroad bonds would benefit sub- 
stantially through enactment of a bill 
(S. 1253) now pending in Congress, 


which would make it possible for a rail- 
road running into a lean earnings period 
to postpone or reduce its interest pay- 
bond 


ments or extend its maturities 
without going through the long and 
costly process of bankruptcy or reor- 
ganization. 


As explained by C. D. Mahaffie of the 
Interstate Commerce Commission legis- 
lative committee before the senate I.C.C. 
committee, the measure would help 
forestall the deterioration in service and 
the layoffs of personnel that occur when 
a road finds itself in trouble because of 
having to meet the fixed charges on its 
debt. Also there is an unfavorable effect 
on the line’s securities and credits. Mr. 
Mahaffie said that after intensive study 
the I.C.C. had decided that the bill, 
which was introduced by Chairman 
Wheeler of the Senate I.C.C. committee, 
would be in the public interest and 
would be to the benefit of the roads 
themselves and the bondholders in- 
volved. 


What the Bill Provides 


The bill provides that interest pay- 
ments may be reduced or postponed or 
maturities extended on some or all of a 
road's bonds with the agreement of 75% 
of all bondholders or in some cases the 
consent of a majority of the individual 
classes of bonds involved. The railroad 
would have to apply to the I.C.C. which 
would then, after notice to bondholders, 
arrange for public hearings. If the 
LC.C. decided that the proposal was 
that it 
would be in the public interest, that it 
would be in the best interest of the car- 
riers and the holders of each class of 
obligations affected and that it would 
not be adverse to the interests of other 
security holders or creditors, it would 
approve its submission to the holders of 
each class of security and if 75% ap- 
proved the plan would go through. 

Mr. Mahafhe pointed out that while 
there is a great deal more flexibility un- 
der most present bond issues, there are 
still many indentures outstanding under 
which the railroad has to live and it is 
to the advantage of both the carrier and 
the holder that modification be made. 
It is frequently impossible to modify 
indentures unless the mortgage is paid 
off or all holders consent. The Wheeler 
bill would have the advantage of freeing 
the roads from oppressive or out of date 
or expensive provisions which are no 
longer of benefit to anyone and which 
could be modified without paying off 
people who insist on being paid in full 
if any attempt is made to modify the 
obligation. 

While the McLaughlin act reduced 
somewhat the expense and time needed 
for reorganization under section 77 of 
the bankruptcy act, Mr. Mahaffie pointed 
out that the Baltimore & Ohio reor- 
ganization which was under the Mc- 
Laughlin act took two years and cost 


31% million in fees. Avoidance of 
costly receiverships would benefit all 
concerned. Mr. Mahaffhe pointed out 


that as of June 30, 1945, there were in 
receivership 76 railroads having a total 
ot mileage operated of 50,581 miles and 
including such important roads as the 


Rock Island, Frisco, Milwaukee road, 
Missouri Pacific, New Haven, and Sea- 
board. One road, the P ittsburgh, Shaw- 


mut and Northern, has been in reorgan- 
ization since 1905. 

Of the indefinite continuance of re- 
celvership, Wheeler said, “the only rea- 
son I can see is that some receivers and 
lawyers want them to stay in bankruptcy 
so they can continue to draw down fees. 


Frankly I think it is getting to be a 
scandal.” 
As an important and frequently the 


largest holder of bonds, life companies 


Return to Conn. Mutual Agency Division 








Vincent B. Coffin, vice-president and 
superintendent of agencies, welcomes 
seven junior members of the agency de- 
partment staff who have now returned 
to Connecticut Mutual after service in 
uniform. They are, left to right, Paul L. 
Guibord, Clifford R. Walker, Robert W. 
Stockton, Mr. Coffin, Warren F. Reuber, 


during the depression of the 1930’s had 
the major responsibility for working out 
these reorganizations. While railroads 
are now in good condition there is al- 
ways the possibility that at some future 
time they will be in financial trouble. 


Camp, III 


L. Paul Ginter, William L. 


and Arthur S. Potwin. 

All of the men who were on leave of 
absence are now back, the last four re- 
turning on the same day. Messrs. Gui- 
bord, Walker, Reuber, and Potwin saw 
action overseas and the others were in 

various services in the United States. 


Since a life company cannot move in, 
foreclose and operate a railroad as it 
would foreclose a hotel or apartment 
building, for example, it is to the com- 
pany’s ‘advantage to have some means of 
easing a railroad debtor’s fixed charges 


Bembeodd of lowe 
Shifts Managers 


Robert J. Johnson, who has been man- 
ager of Bankers Life of Iowa in Colum- 
bus, O., for several years, ha been 
named manager of the Washington, 

C., agency, which has been without 
a manager for several months. 

Mr. Johnson was presented to the 
members of the Washington agency at 
a luncheon there Monday, at which M. 
E. Lewis, superintendent of agencies, 
presided. 

He is succeeded in Columbus by Paul 
S. Rilett, who had been acting man- 
ager of the Detroit agency during the 
absence of Joseph V. Buck. Mr. Buck 
recently returned from service with the 


marines and resumed his former posi- 
tion as Detroit manager. 
Lt. Col. A. Stanton Wilder, who 


served in the European theater with the 
first armored division, has been appoint- 
ed district manager of Union Central 
Life at Brownsville, Tex. He is now 
at the home office for a refresher course. 
with a minimum of and 
plications. 


expense com- 











HERE’S HIS 
POLICY 


A Prudential Modified Life 5, which provides him with a means of 
buying the permanent life insurance he needs right now at a price 


he can afford to pay. He can buy now because the premium rate for 


the first five years is one-half the premium rate payable thereafter. 











HERE’S YOUR PROSPECT 


A typical young family man—eager to 
succeed—has a wife who is also looking 
forward to a future which guarantees 


their young children every opportunity 
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Mrs. Joseph ‘45 
Home Life Ace 


Mrs. Lillian L. Joseph of the New 
York Joseph agency of Home Life of 
New York, was the 
leading producer of 
that company in 
1945. 

Mrs. Joseph will 
complete her 15th 
year with Home 
Life in February. 
Last year she qual- 
ified for the na- 
tional quality 
award. She is a 
life member of the 
women’s quarter 
million dollar round 
table. 

She is a member 
of the women’s executive committee of 
the National Association of Life Under- 
writers. She is on the educational com- 
mittee of Women’s City Club of New 
York, program chairman of League of 
Life Insurance Women, having last year 
completed two terms as president of that 
organization, and prominent in the New 


Lillian L. Joseph 





York League of Business & Professional 
Women. 

» Second leading producer for the year 
was H. C. Kenyon of Grand Rapids, fol- 
lowed by I. Benjamin of Paterson, H. P. 
Poeschel of Newark, and J. S. Chamber- 
lain of New York-Evans. 


Oshin & Huber No. 1 Agency 


The leading agency was New York 
Oshin & Huber, which started from 
scratch Jan. 1, 1943, and led all agencies 
in 1944 as well as last year. 

The Philadelphia Dent and Washing- 
ton agencies of Home Life ranked sec- 
ond and third in production. 





Make Sightseeing Plans 
for N.A.I.C. Convention 


PORTLAND, ORE.—Commissioner 
Seth B. Thompson announces recreation 


plans for those attending the annual 
meeting of the National Association of 
Insurance Commissioners here June 
9-13. 


Following the business sessions the 
convention group to the number of 700 
will be taken in a caravan of cars and 
buses around the Mt. Hood loop and to 
Columbia Gorge Hotel and to the Tim- 
berline Lodge on Mt. Hood. 





available are: 


Hopkinsville, Ky. 
Paducah, Ky. 





OPPORTUNITY 


At the present time we have several 
choice territories open for General 
Agency development. An extensive ex- 
pansion program is under way and we 
offer any qualified man an unusual 
opportunity with a progressive, fast- 
growing, financially strong company, 
with a complete line of policy contracts. 
A few of the important territories now 


AGENCY OPENINGS 


PROTECTIVE LIFE 


INSURANCE COMPANY 


WILLIAM J RUSHTON, President 
BIRMINGHAM, ALABAMA 


Pensacola, Fla. 


Jackson, Miss. 
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New Fidelity Mutual Life 
Agency Vice-president 


Calvin L. Pontius, the new agency 
vice-president of Fidelity Mutual Life 
has been with his 
company since 1935. 
He started as su- 
pervisor of agen- 
cies and two years 
ago was named 
manager of agen- 
cies. He was born 
at Fairview, Kan., 
and attended Uni- 
versity of Minne- 
sota. Then he sold 
investment  securi- 
ties and in 1924 
entered the life in- 
surance business ’ 
with Canada Life odliane 
at Indianapolis. In 1931 he went with 
Northwestern Mutual at Minneapolis as 
a supervisor and his next step was to 
Fidelity Mutual Life. 





Pontius 


Would Allow Life Insurers 
To Finance Mo. Housing 


JEFFERSON CITY—A broadening 
of the investment laws of Missouri so as 
to enable participation by life compa- 
nies in slum elimination and the rehabil- 
itation of the blighted areas in cities 
through mass housing construction is 
provided in a series of bills recom- 
mended for passage by the senate in- 
surance committee. 

Appearing at the hearing in support of 
the measures were George L. Stemmler, 
St. Louis city counsellor, and three 
members of the legislative committee of 
the St. Louis Anti-Slum Commission, 
including the commission’s chairman, 
Preston Estep, general counsel Transit 
Casualty of St. Louis; Powell B. McHa- 
ney, vice-president and general counsel 
of General American Life, and Allen 
May, president Mutual Savings Life, and 
Ray B. Lucas, general counsel of Kan- 
sas City Life, former Missouri superin- 
tendent. 


Could Use 5% of Assets 


The approved measure authorizes a 
life company to invest in housing proj- 
ects up to 5% of its admitted assets. 
The other bills would enable them to 


own real estate for 10 years, with 
the superintendent of insurance hav- 
ing power to extend this period. The 


companies would be authorized to 
acquire real estate necessary for the im- 
provement of blighted areas by the con- 
struction of multiple housing projects or 
to invest funds in urban redevelopment 
corporations, 


Franklin Production Clubs’ 
Officers Are Elected 


Agency production club officers for 
1946 have been elected in Franklin Life. 
The $500,000-$1,000,000 Club officers 
are: Jacob Dobrin, Washington, presi- 
dent; V. D. Wright, Florida, vice-presi- 
dent; H. F. Schoettle, Indiana, secretary. 
The $400,000 Club, Herman Watson, 
Alabama, president; D. L. Haney, 
Texas, vice-president; A. W. Warner, 
Texas, secretary; $300,000 Club, Glenn 
Geers, Missouri, president: H. Grady 
Cooksey, Florida, vice-president; H. B. 
Grant, Colorado, secretary; $200,000 
Club, Saul Danziger, Texas, president; 
John Lark, Pennsylvania, vice-presi- 
dent; R. L. Gates, Louisiana, secretary; 





$100,000 Club, W. E. Holt, Texas, 
president; W. B. McCrorey, Georgia, 
vice-president; Hung Lum _ Chung, 
Hawaii, secretary. 


The officers are elected on the basis 
of net paid for production for the last 
year, the three top producers in each 
group. being designated officials and 
receiving cash awards in addition to 
the free group insurance coverage rang- 
ing from $2,000 to $10,000 provided by 
the company for all representatives who 
qualify for the five clubs. 


— 


Medical Director 
Describes Moral, 
Insurance Hazards 


Mortality risks have been shown def- 
nitely to be high where there is the fac- 
tor of moral or insurance hazard, writes 
Dr. E. L. Mathias, associate medical dj- 
rector of Kansas City Life, in the com- 
pany publication. 

A follow-up of a fairly large group of 
declined cases made by one large com. 
pany, for instance, indicates an approxi- 
mate mortality of 190% of standard, 
This did not provide for the cases where 
the information that there was a moral 
or insurance hazard came several years 
later on a death claim. 

In defining moral hazard, Dr. Mathias 
says his company takes into considera- 
tion the character, reputation, occupa- 
tion, conduct, habits, associations and 
environment of the prospect. The com- 
pany is dependent upon reports gathered 
in the neighborhood by the inspection 
companies, supplemented in the smaller 
towns by local reputations. 


List of Hazards 


Dr. Mathias says that under the head- 
ing of insurance hazards must go hazar- 
dous undertakings, suspected fraud, ap- 
plications on lives of agents with other 
insurance companies, cases lacking in- 
surable interest or definite need for in- 
surance, those whose lives are threatened 
by enemies, housewives whose husbands 
carry no insurance although they are 
insurable, records of policies taken at 
frequent intervals but remaining in force 
for only one year, examinations made 
by other than logical examiners with- 
out sufficient reason, immediate applica- 
tion for additional coverage particularly 
for an amount larger than the one origi- 
nally applied for, persons living in com- 
mon law and the beneficiary of a fiancee 
over a period of several years. 

The axiom, “unusual cases give an un- 
usual mortality”, is a true one, Dr. 
Mathias emphasizes. The agent should 
appreciate this when one of his applica- 
tions is rejected and understand that 
the cause of rejection cannot be disclosed 
to him for fear that it might get to the 
applicant. 


Get Long Awaited 
Calhoun SS Report 


WASHINGTON—The report of the 
House ways and means committee social 
security study group headed by Comm. 
Leonard Calhoun was scheduled for con- 
sideration by the first meeting of the 
committee of the new year, Jan. 17. 

The committee is expected to hold 
hearings on social security legislation in 
the near future, possibly before February. 

It is reported that one of the alterna- 
tives to be placed before the committee 
will call for elimination of all payroll 
taxes and the financing of a unified so- 
cial security program covering all au- 
thorized benefits through general taxa- 
tion. 

There have been bills along this line 
introduced by Senator Downey, Califor- 
nia, and others. Essentially, they are 
said to be more or less similar to the 
old Townsend plan. 

Combination of the civil service retire- 
ment with social security is reported 
suggested by the House ways and means 





group. 
The retired government employe 
would get two old-age benefits, one 


from social security and the other from 
civil service. 

Workers transferring in and out of 
government service would always have 
social security protection. 


Mortgage Men Hear Nelson 


Norman H. Nelson, treasurer of Min- 
nesota Mutual Life, addressed the an- 
nual meeting of the Minnesota Mort- 
gage Bankers Association at Minneap- 
olis Jan. 16 on “Mortgage Analysis and 
Methods.” 
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Life Companies Report on 1945 Results 





— 


New Bus. New Bus. 1945 Ine. 1944 Ine. 

1945 1944 in Force in Force 

Bankers Life, Nebraska............ 21,772,611 18,758,010 14,485,655 12,613,472 
Berkshire Life... ...-ceecccsccvcess 29,050,000 23,374,000 21,006,529 14,314,132 
California-Western States Life..... 38,326,405 32,645,227 23,851,214 17,893,927 
Columbian National Life........... 28,246,669 22,841,470 13,277,271 14,207,296 
Continental American Life.......... 18,658,359 15,397,852! 12,283,510 9,233,509 
Excelsior Life, Can. ............... 20,849,238 18,373,902 14,046,987 12,536,660 
Geant WESe TUNES cece occ s ced ete ce 129,778,112 115,855,683 87,087,456 82,209,784 
Mdianapolis Tile | oie secveccccecs 16,779,570 13,510,140 12,167,097 9,046,513 
Lincoln National Life ..............365,427,014 318,543,444 262,469,191 237,268,582 
TONGON Life ...ccceevscccesscecscee 138,337,628 116,783,039 98,491,509 80,094,437 
Mutual Life of Canada............. 70,008,8902 65,104,9912 49,686,837 43,835,230 
Ohio State PP PEP r Tere 17,698,980 15,003,033 12,263,144 9,685,651 
Ohio National Life................. 32,602,457 26,845,764 20,065,916 15,038,081 
Provident Mutual Life.............. 76,316,269 72,051,829 39,589,854 33,831,509 
State Mutual Life ............-..6-. 64,878,425 51,983,244 43,810,743 31,002,286 


ct . - 
1Basis changed; 1944 reported above on same basis as 1945. 


2Excludes renewals, bonus additions and annuities. 





—> : ae 


Compares Penn 
Mutual Death 
Record in 2 Wars 


Evidence of the phenomenal advance- 
ment of medical science between the 
first war and the one just ended is found 
in the over-all war casualty records of 
Penn Mutual Life presented by John A. 
Stevenson, president, at the annual pol- 
icyholders’ meeting. 

During the second war the company 
paid a total of $5,668,344 in death claims 
on war casualties, representing 7% of all 
death claims paid during the period. In 
the first war such payments represented 
11% of all death claims paid. Death 
claims in the second war resulting from 
disease were $890,267 or 16% of the to- 
tal war claims. The corresponding fig- 
ure in the first war was 58% of the 
total. 

Two-thirds of the combat deaths oc- 
curred in the European area and one- 
third in the Pacific. Of the total Penn 
Mutual war deaths, 55% were the direct 
result of combat, 20% the result of 
service-connected accidents or disease, 
21% were non-service connected and 4% 
were civilian deaths attributable to war 
causes. Aviation deaths accounted for 
approximately 30% of the total. 

The over-all war casualty death claim 
total in the recent war was proportion- 
ately less than 50% of the total paid in 
the influenza epidemics following the 
first war. 

Civilian mortality during the war 
years was unusually low. Motor vehicle 
death claims dropped from a high of 132 
lives and the payment of $888,832 in 
1934 to a low of 47 lives and the pay- 
ment of $192,682 in 1943. Since the end 
of wartime restrictions a definite in- 
crease has been noted in the number 
of motor vehicle casualties. 





Ellis with Federal Life 

W. P. Ellis, who has been in service 
three years, has been appointed district 
manager of Federal Life at Laredo, 
Tex. Before entering service he had 
been with Security Life & Accident. 








SALESMAN WANTED 


The National Underwriter Com- 
pany wants a young man, not 
older than 30, to represent its 
business department in Chicago 
and throughout Illinois. Selling 
experience necessary and insur- 
ance background preferred. Sal- 
ary and traveling expenses paid. 
Write Howard J. Burridge, Presi- 
dent, The National Underwriter 
Company, 420 E. Fourth St., Cin- 
cinnati 2, Ohio. 











National Life, Vt., 
Has Best Year 
in History 


With a $78,412,000 total, excluding 
annuities, National Life of Vermont had 
the best year in its 96 year history in 
1945—with a 27% gain over 1944. In- 
surance-in-force jumped $57%4 millions 
to a total of $740,588,698, which is also 
an all-time record in respect both to the 
amount of gain and total in force. 

Interest of almost election-night in- 
tensity centered around the closing of 
the books to discover if National Life 
agents had made an all-time record. 
Vice-president Edward D. Field and D. 
Bobb Slattery, superintendent of agen- 
cies, dispatched congratulations by wire 
and letter to the 53 general agencies. 

R. Clinton Meadows, Binghamton, N. 
Y., president of the General Agents As- 
sociation, was field marshal in the cam- 
paign, the idea of a record breaking con- 
test being suggested by Edgar T. Wells, 
New York City, dean of National Life’s 
general agents. A strong contributing 
factor was the field enthusiasm for the 
National’s long range agency program 
introduced through regional meetings 
and schools with the objective of devel- 
oping a higher percentage of career un- 
derwriters. 


Wells Captures First Place 





The first six agencies in volume of new 
sales were: Edgar T. Wells, New York 
City, Truman H. Cummings agency, 
Cleveland; Wellman-Burroughs, Man- 
chester; George M. Robinson & Son, 
Detroit; Harold Dillon, Atlanta, and 
Fred S. Bryan’s Vermont agency, Mont- 
pelier. 

New sales in December were $8,148,- 
585 as compared to $6,308,439 in De- 
cember, 1944, a gain of $1,840,146 or 
29.17%. 

The gain of $57,569,656 in insurance- 
in-force is compared with a gain of $41,- 
536,076 in 1944. The ratio of increase 
of insurance-in-force to new business 
was, in 1944, 67.46% while in 1945, it 
rose to 73.42%. 


Marks Leads New England 
Mutual 3rd Year in Row 


David Marks, Jr., New York, was 
New England Mutual leader again in 
1945, his third con- 
secutive year as 
top field man in the 
company. 

Mr. Marks joined 
New England Mu- 
tual’s Freid agency, 
New York, in 1942, 
and immediately 
became a company 
leader. He is a life 
and qualifying 
member of the Mil- 
lion Dollar Round 
Table, and _ holds 
the record for the ayia Marks, Jr. 
largest volume of 
business ever produced by an agent of 
the company in one year. 











A CALIFORNIA 
OPPORTUNITY 


After World War | many men who had been 
stationed in California decided to make Cali- 
fornia their home. That much of history is re- 
peating itself. 


Since 1937, when we were appointed general 
agents at Los Angeles, production has in- 
creased over 300%. What's more important 
many men have thanked us for suggesting the 
life insurance business and backing them up 
with organized training. 


The Mutual Benefit Life Insurance Company 
has given us additional responsibility as gen- 
eral agents at San Francisco. 


We expect to employ four assistant man- 
agers there during the next six months, salary 
and commissions. We don't know but one way 
of selling life insurance. There are many ways. 
Our way works for us and our men. These as- 
sistant managers will be paid a small salary 
and commission. They must be young enough 
to be trained our way. We shall supply a pol- 
icyholder clientele and prospects and the 
training. We think we have the right company, 
we have the capital, and after forty years 
combined experience we think we know what 
we are going to do. We have over one hun- 
dred millions on the books. You may be a re- 
turning service man who has what we want and 
we may have what you want. If you are under 
contract with any company please don't write 
to us unless you have talked with your general 
agent. Our associates know we are doing this 
advertising. 


You may wonder why our Los Angeles men 
don't want these jobs. Well, they don't want 
to leave Los Angeles and they are making too 
much money. Excluding men over 65 years 
old, they averaged $7,000 in 1945. 


If you are interested in hard work and a 
good income, send photograph and full details 
with your first letter. 


MURRELL BROTHERS, General Agents 
T. G. Murrell, C.L.U. W. L. Murrell 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


703 Market Street 510 West &th St. 
San Francisco, Cal. Los Angeles, Cal. 
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Mutualization of Lite 


The recent announcement of Guardian 
Life of New York that it had completed 
its mutualization under a plan agreed 
upon in 1924 serves to call attention to 
the length of time that such a proceed- 
ing may strung out when for one 
reason or another it is not possible to 
obtain every share of stock outstanding. 
The same situation applied to Pruden- 
tial, which only a few years ago com- 
pleted its final mutualization after years 
of operating on a mutual basis and own- 
ing, through trustees, all but a trifling 
amount of outstanding stock. 

Mutualization is a process through 
which such New York companies as 
Metropolitan Life and Equitable Society 
have also gone. While the procedure 
prescribed in the New York law is rela- 
tively simple, there is no way of avoid- 


be 


ing the possibility that there will be 
hold-outs among the stockholders. For- 


tunately, the law provides that once 95% 
of the stock is in the hands of the desig- 
nated trustees the company is to all in- 
tents and purposes a mutual company. 
Thus, the Guardian has been, in all but 
name, a mutual company for 20 years. 
it is 


In this connection, incidentally, 


Companies 


procedures for the policyholders meeting 
and appoints inspectors to certify to him 
the result of the vote. The price to be 
paid for the stock is fixed in the plan 
which the superintendent approves or if 
not stated in the plan his approval must 
be obtained for each payment. 

3efore the superintendent approves 
any plan for mutualization he must see 
that the company has enough surplus 
to be in good condition. This must be 
enough that after paying for the 
stock the surplus will be more than is 
required for organizing a mutual com- 
pany. For a company doing a life busi- 
ness only this is $100,000. An additional 
$100,000 required if accident and 
health business is to be done, while an- 
nuity or non-cancellable disability call 
for another $50,000 each. 

While initial requirements for starting 
a stock company are a minimum of 
$300,000, which entitle it to write all 
the above classes of business, it is con- 
siderably easier to get a stock company 
under way in New York than it is to 
organize a mutual company. No mutual 
company has been organized in New 
York for many decades. Superintendent 


so 


1s 


are capable of being their own bosses for 
some time. They need the guiding hand 
of a supervising authority. However, 
the salary plan is destined to take a 
greater part in compensation of life in- 


surance men, arene those that are 


novitiates. We would say, therefore, that 
the success of the salary plan in com- 
pensating agents rests first on the abil- 
ity to select good men, those that are 
capable and secondly the ability to train 
them effectively. 








PERSONAL SIDE OF THE BUSINESS — 





Harold J. Cummings, vice-president of 
Minnesota Mutual Life, has been elected 
a director of the First National Bank of 
St, Paul. 

Joseph W. Ray of Travelers has been 
elected president of the Columbus, O., 
board of education. He has been a mem- 
ber of the board for a number of years. 

Theo. P. Beasley, president of Repub- 
lic National Life, has been selected to 
head a county-wide campaign to promote 
the building of a $3 million courthouse 
in Dallas. 

William H. Browder, general agent 
of Penn Mutual, has been elected vice- 
president of the sales executive council 
of the Nashville Chamber of Commerce. 


L. F. Larson, general agent of North- 
western Mutual Life in Portland, Ore., 
is starting his 3ist year as a general 
agent of that company. He was ap- 
pointed general agent in western Mis- 
souri Jan. 1, 1916, and has been in Port- 
land since 1927 

Walter G. Schelker, who has served 
with Equitable Society for 50 years, was 
honored at a luncheon at the home of- 
fice tendered by the officers. President 
Parkinson presented him an_ inscribed 
watch, and he also was awarded the 50- 


tail party by General Agent Elmer Ab- 
bey and associates in San Antonio, with 
250 of Mr. Falkstein’s policyholders as 


guests. 


Otto C. Rathmann, Sr., 68, for many 
years a special agent for the Stamm gen- 
eral agency of Northwestern Mutual 
Life before his retirement, died at his 
home in Milwauke. 

Arthur Griffin, 64, cashier in the Salt 
Lake City office of Mutual Life, died 
there from a heart ailment. He had been 
with Mutual Life in Salt Lake City since 
1909. 

Henry E. Kretschman, 63, superin- 
tendent of Prudential at Green Bay, 
Wis., before ill health forced his retire- 
ment in 1932, died at his home. 

Arthur G. Christean, 34, Salt Lake 
City agent for California-Western States 
Life, was killed in an automobile acci- 
dent. He had been discharged from the 
marines less than a year ago, returning 
to the Frank J. Mozley agency imme- 
diately on discharge. 

Oscar F. Nelson, 65, associate general 


i 
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it to be there is added iditional $50,000 eit the club by E. T. Starbuck, general with Central Life of Illinois the previous izer, 
ree ee Se Sees ery or so tO agent for the company in northern Cali- year. the a 
Mutualization under the New York cover initial non-recurring expenses in fornia. Mr 
law requires the consent of a majority setting up the new company but the fact ~_— L. cance executive vice- Bell to yk in ‘Detroit gener 
f stock ors jority ¢ Scay P > any t 3 . ec eside f National Service & Ap- J necte 
of stockholders, a majority of policy- that the company must, in order to be rn eae — —— of - H. S. Bell, Seattle general agent of a 
holders represented at a policyholders’ gin operation, have 1,000 applications on Se aa ak a ai 2 Bie Equitable of Iowa, will tell how he built neon 
meeting, a majority of the directors, and which at least one year’s premiums have daughter, Barbara, at Delnor hospital, ) a of a — Be me a recto: 
the superintendent of insurance. The been paid in cash, the total of this cash St. Charles, Ill, last Sunday. The atice ok ies suum gael ial Asso 
superi p irects > > ‘ i st $95 Bredberg’s other shter is 2 y : a : . 
superintendent directs the methods of amounting to at least $25,000. — on: other daughter is Janet, two man of $350,410 in 1945, at a meeting of 
“aa : E ee Em ae the Associated Life General Agents &; 9} Req 
S. J. Hay, president of Great National Managers of Detroit Jan. 21. 
Progress Through Salary System Life, has been elected a director of the of B 
Dallas National Bank. State of Michican Is wal . 
Companies adopting salary systems there must be a greater amount of selec- Rudolph Beck, who served on Leyte ; Poli B g ed ah 
especially for new agents are undoubt- tivity at first. No company can expect rN Ra ga eo ae Life Po cy bDeneticiary York 
‘ i é ‘ é s e exas department < A 
edly taking a progressive step and yet to find efficiency and production by an Ayctin as an examiner LANSING, MICH.—The state Unive 
- , yadminis- indiscriminate use of salaries. There wees =e of Michigan has received a $1,000 practi 
the program should be carefully adminis- indiscriminate use of salaries. Phere Ray Wiese, Chicago manager of pen eciae M petri agg coh —— York 
tered. Simply to pay salaries for get- should be a reasonable salary basis, Northwestern National Life, became a f 
; 5 ‘ : : : ae é iy : politan Life as the result of a | He 
ting business will not solve the problem there should be strict requirements of grandfather Tuesday when his son, Lev- unique contract entered into by the | § negot 
of proper initiation of new men. work, there should be very careful, intel- Ml seg: Addl he ni eee late Frank Milarski of Muskegon, | § air cc 
q . ‘ ; ee ents as ssav s- : : | 
The salary plan has many factors to ligent and effective training to get the jital. The father is in the army 1 who made the state his beneficiary amet 
1 j ye jari é ; one pita 1e father is in the anny eae after a dispute among his relatives L. M: 
recomment it. t eves a newcomer salaried man in proper motion so that he aig igen se goa — over their rights to his insurance. | Read 
certain independence in that he knows will be successful. prs oy wall i 1001 im Mare “h nere- The state, under terms of the pol- naval 
. r ® 4 5 2 “f “vans | H 
that he will have enough money on Che salary plan means more attention coaniaal Wis De: Se Telenee at "Evenason icy, must pay some $400 expenses =| J air op 
which to live. He need not bother his to beginners. A man must be trained : ; : for Milarski’s funeral but retains | J at Cc 
A s ‘ Frank B. Falkstein, who led _ the the remainder for the general iT to co 
mind about that question. However, in and schooled until he really can become agency force of Aetna Life for 1945 in fund. 
order to make the salary plan successful his own master. There are very few who paid business, was honored with a cock- ———————————————— —— —_ 
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_NEWS OF THE COMPANIES 





—— 


National Fidelity Gains 
Are Made in 1945 


Insurance in force of National Fidelity 
Life increased 11% in 1945, the total 
Dec. 31 having been $40,854,253, increase 
igen New business increased 
24.2%, assets rose 6.6% and surplus to 
policyholders rose 14.9%. 

Surplus, including capital and reserves, 
amounted to $679,920, increase $67,907. 
During the year the company increased 
capital by $100,000 through issuance of 
a 100% stock dividend and paid cash 
dividends of $12,000. 


Woody Sunset Companies’ 
Executive Vice-president 


Neil E. Woody, Seattle manager of 
Sunset Life and Sunset Casualty, has 
heen promoted to executive vice-presi- 
dent of both companies. He has been 
acting as agency manager and_ vice- 
president since the death several months 
ago of John J. Moriarty. 

He joined the company in 1939 as an 
agent and a year later was promoted to 
manager. Before entering insurance he 
spent 14 years in the investment busi- 
ness. 

Tom Holman continues as president of 
the companies. 


.K. Luther and E. J. West Join 
Aetna Life’s Agency Staff 


HARTFORD—John K. Luther, an 
army veteran, and Edward J. West have 
been appointed agency assistants and 
home office training school instructors 
by Aetna Life. Mr. Luther was educated 
at the Wharton school of finance of the 
University of Pennsylvania and joined 
Aetna Life as a group representative 
in 1930. He was subsequently promoted 
to brokerage supervisor and later to 
agency supervisor at the William Street, 
New York, general agency. In 1939 he 
was appointed editor of the “Life Aetna- 
izer,” a position he held until entering 
the army in 1944. 

Mr. West, who has been assistant 
general agent at Tulsa, Okla., was con- 
nected with New York Life in Okla- 
homa City for 20 years before joining 
Aetna Life in 1943. He served as a di- 
rector of the Tulsa Life Underwriters 
Association. 


Read Appointed Attorney 
of Home Life, N. Y. 


Frederick W. Read, Jr., has been 
named attorney by Home Life of New 
York. He is a graduate of Columbia 
University and its law school, and has 
practiced law with leading firms in New 
York city. 

He was attorney handling contract 
negotiations for the French and British 
air commissions 1939-1941, then became 
a member of the legal staff of the Glenn 
L. Martin Co. at Baltimore. In 1942 Mr. 
Read was commissioned a lieutenant in 
naval reserve and served at the naval 
air operational training command station 
at Cocoa, Fla., where he was promoted 
to commander. 


Form New Missouri Company 

JEFFERSON CITY—Guardian Na- 
tional Life of St. Joseph, Mo., has been 
Incorporated to do a general life insur- 
ance business. It will have 1,000 shares 
ot $25 par value stock and is to com- 
mMence business with $25,000 in common 
stock subscribed. 

The incorporators are Ethel Conner, 
H. G. Wellman, F. M. Stapleton and N. 
A. Townes all of Kirksville; Charles B. 
Steele, St. Joseph; James A. Coder, Lew- 
istown, and Fred Wolter, Edina. They 
= constitute the first board of direc- 
ors. 

Edward L. Scheufler, former Missouri 
superintendent, now practicing law at 


XUM 


Kansas City, served as attorney in con- 


nection with incorporation. 





Kennedy Assistant Secretary 


H. H. Kennedy has been appointed as- 
sistant secretary of Volunteer State Life. 
He served five years in the army. Prior 
to war service he had valuable experi- 
ence in home and branch offices. He be- 
came connected with Volunteer State in 
1922 in the secretary’s department. He 
next was shifted to the actuarial branch 
and then returned to the secretary's of- 
fice in 1938, being made agency auditor. 





Bacon Rejoins Occidental 


W. D. Bacon has returned from serv- 
ice to Occidental Life’s field training 
department, where he will work with 
Lester S. Roscoe, director of training. 

Mr. Bacon, who has had nearly 10 
years experience in insurance, has been 
a lieutenant in the navy. 





Oakes on Bankers Legal Staff 
Barry L. Oakes has been appointed to 
the legal staff of Bankers Life of Iowa. 
Mr. Oakes has just returned from two 
years’ service in the navy as a lieutenant, 
where he was commander of a gun crew 
on an ammunition ship. He is a grad- 
uate of the University of Texas and 
studied law at Drake University, the 
University of California and Des Moines 
College of Law. Prior to his naval serv- 
ice he spent a year and a half with the 


FBI. 





Capital of Old American Life, organ- 
ized last fall at Seattle, has been in- 
creased by $50,000 to $200,000. 


- SALES MEETS 


American Mutual Life 
General Agents Confer 


Thirty-two general agents of Ameri- 
can Mutual Life attended a three-day 
meeting at Des Moines. Department 
heads and home office officials took part 
in the sessions. H. S. McConachie, vice- 
president and superintendent of agents, 
presided. 

Awards for 1945 production were 
presented at the banquet, at which Ar- 
thur Brayton of the Des Moines Cham- 
ber of Commerce was the principal 
speaker. 

Threlkeld Leading Producer 


R. M. Threlkeld, Sr., Cedar Rapids, 
is president of the Production Club for 
having the highest production of any 
agent last year. A. B. Fogarty of Des 
Moines, second highest producer, is vice- 
president. 

Mr. McConachie announced that last 
year’s production was the largest in the 
company’s history with volume of busi- 
ness 23% greater than in 1944. 


Country Life Sales Meet 
to Be at Peoria Feb. 1 & 2 


The annual sales meeting of Country 
Life will be held at the Pere Marquette 
hotel, Peoria, Feb. 1-2. Approximately 
500 people are expected at the meeting, 
which was not held last year because of 
convention restrictions, celebrating the 
accomplishment of $250 million in force 
as of Jan. 1 

Included among 
D. C. Mieher, 





the speakers are: 
manager Country Life; 
Newell C. Day, general agent at Daven- 
port for Equitable of Iowa; Earl C 
Smith, former president of the Illinois 
Agricultural Association; Bowman Doss, 
assistant secretary Farm Bureau Life; 
O. D. Brissenden, director of organiza- 
tion for I.A.A.; Dirk E. Heezen, ac- 
tuary of Country Life; Matt Weber, 
William Linker, Duane Genre and Wil- 








ber R. Gibbs, general agents of I.A.A. 
companies. 





165 to Attend Bankers Life Course 


Bankers Life of Iowa has announced 
that 165 agents are now qualified to at- 
tend the company victory school to be 
conducted the latter part of April. 





Tollefson Agency Meeting 
N. Murray 


writer of the 


Longworth, chief under- 
United Benefit Life and 
Mutual Benefit Health & Accident, 
spoke at an agency meeting of the 
C. T. Tollefson agency of those com- 
panies in Fargo, N. D. Other speakers 
were O. Arthur Feland of Grand Forks 
and William L. High of Fargo. Mr. 
Tollefson presented awards to salesmen 
for 1945 production. 





Equitable Coast Parley 

The western department of Equitable 
Society, comprising the coast states, 
will hold a managerial conference at 
Coronado, Calif., Feb. 11-13. 

All managers and general agents, as- 
sistants and district managers in that 
territory will attend. It is expected that 
10 home office executives will be pres- 
ent. 


MANAGERS 


Jaqua to Address Chicago 
Managers Feb. 5 


A. R. Jaqua, formerly associate man- 
ager of the Diamond Life Bulletins, pub- 
lished by THe NATIONAL UNDERWRITER, 
and now director of the life insurance 
marketing course at Purdue University, 
Lafayette, Ind., will address the Life 
Agency Managers of Chicago at a lunch- 
eon meeting Feb. 5. Mr. Jaqua will tell 
about the Purdue course, which he 
helped to organize. 








Detroit Cashiers’ New Secretary 
Miss Alice M. Stearns, for 40 years 
cashier of Berkshire Life, Detroit, has 
been named secretary of the Detroit- 
Windsor Life Agency Cashiers Associa- 
tion to succeed Miss Lenetta Kliese, 
Connecticut Mutual, resigned. 


C. of C. Man Houston Speaker 
Col. 





Marvin Hurley, secretary of 


Houston Chamber of Commerce, ad- 
dressed the meeting of the Houston 
General Agents & Managers Associa- 


tion, Wednesday. 


69 YEARS OF SERVICE 


Each new year brings improvements in the service 
offered by the Minnesota Mutual Life Insurance Com- 


any. 


Developed through years of experience and through 
far-sighted analysis of post-war insurance trends is our 
Organized Selling Plan—the program that makes selling 
effort pay off with maximum results. 


WE ALSO OFFER: 


. A liberal agency contract. 

. A plan for financing your agency. 

. Accounting methods to guide you. 

. Proven plans for finding—training agents. 

A liberal financing plan for agents. 

. A unique supervisory system. 

. Unusually effective selling equipment. 

. Policies for every purpose: Regular—Family— 


Juvenile—Women—Group Payroll Savings— 


Social Security, etc. 





Low monthly premiums. 


The MINNESOTA MUTUAL 


LIFE INSURANCE COMPANY 
ST. PAUL (1), MINNESOTA 
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LIFE AGENCY CHANGES 





Wilkins Prudential 
Hartford Manager 


Robert E. Wilkins, former lieutenant 
commander in the navy, has been named 
manager of the new Hartford ordinary 
agency of Prudential. He will super- 
vise all of Connecticut, excepting New 
London county with headquarters in 
the Palace building. 

Mr. Wilkins served as air combat in- 
telligence officer in the Solomons and on 
the carrier Randolph. 

He is a graduate of Colby College and 
has been with Prudential since 1929 and 
with the ordinary agencies since 1933. 
In 1941 he joined the downtown agency 
in New York, until called to active 
duty. 


G. F. Sterns Berkshire Life 
General Agent for Iowa 


3erkshire Life has appointed G. F. 
Sterns general agent for lowa. He suc- 
ceeds Arthur H. Peterson, who died last 
June. 

Mr. Sterns was with Union Central 
Life for seven years, in Sioux City, Ia., 
where he was a quarter-million pro- 
ducer; in San Francisco and in Oakland, 





Cal., in charge of the district office 
there. , 
He has just completed four years’ 


naval service in Washington, D. 


Equitable, N. Y., Has 
Field Changes 


Walker B. Farr has been appointed 
associate agency manager of the Indiana 
agency of Equitable Society with head- 
quarters in Indianapolis. He formerly 
was district manager at South Bend and 
has been connected with the company 
since early jn 1932. Mr. Farr specializes 
in business insurance and pension trusts, 
is a member of the Group Millionaires 
Club and was selected by the Old Guard 
as its honor agent for 1945. 

Mr. Farr has been succeeded in South 
Bend by J. Alvin Taylor, who has been 
an agent for Equitable there since 1944. 

A number of other changes in the field 
have been made. At Aurora, IIl., a new 
district agency has been created with 
Lester R. Loftus as district manager as- 
sociated with the H. E. Kerber agency 
of Elgin, Ill. Mr. Loftus has been an 
Equitable agent since 1941. 

Arden D. Wolf has been appointed 
district manager in Grand Island, Neb., 
where a new district has been created. 
He reports through the Lee Wandling 
agency of Omaha. Mr. Wolf is a war 
veteran who has just returned from 
service and formerly was an agent in his 
city for Equitable. 

John Diestel has been appointed man- 
ager of a new district at Fremont, Neb. 
He has been with the company for two 
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years, 

A. J. Rawlings, a major in the army, 
has returned to Lawton, Okla., and has 
been appointed district manager there, a 
post which he held before he went to 
war in 1942. Major Rawlings has been 
connected with the company since 1921. 

Another Oklahoma district manager 
appointment js that of Major Walter W. 
Weber, who has returned to Muskogee 
as district manager, a position which he 
held before the war. He went with the 
company early in 1929 and went into the 
army in February, 1943. Major Weber 
succeeds James D. Booth, district man- 
ager at Muskogee, who has carried on 
with the work in Major Weber’s ab- 
sence. 

At Austin, Minn., Raymond M, Jen- 
sen, formerly an agent of New York 
Life, has been appointed district man- 
ager, reporting through the C. W. 
Streeter agency of St. Paul. He suc- 
ceeds Walter Barco of Austin, who has 
decided to devote himself to personal 
production. 


Humphrey Aetna 
Providence Head 


The retirement of Freeman W. Crow- 
ther as general agent for Aetna Life 
at Providence and the appointment of 
H. Horton Humphrey to succeed him is 
announced. 

Mr. Crowther was educated at Spring- 
field, Mass., and played professional 
baseball with the Hartford and Spring- 
field clubs for four years. He joined 
Aetna Life as an agency auditor in 
1916, and became an agent in Pitts- 
burgh in 1925. He was appointed gen- 
eral agent at Providence in 1928. He 
has served several terms as a director 
of the Rhode Island Life Underwriters 
Association. 

Mr. Humphrey has been a supervisor 
at Baltimore. He was born at Saratoga 
Springs, N. Y., and graduated at Wil- 
liams College in 1926. He entered in- 
surance in 1935 and served as assistant 
manager for New England of Travel- 
ers. He joined Aetna Life in 1942, as 
supervisor at Baltimore. 

A luncheon in honor of Mr. Hum- 
phrey will be held Jan. 24 at Providence 
and R. B. Coolidge, agency vice-presi- 
dent, will introduce Mr. Humphrey. 


Spiker to Cincinnati for 
N. Y. Life; Browning to 
Buffalo; Stanford, Brooklyn 


Lt. William A. Spiker has been re- 
leased by the navy and has been ap- 
pointed agency 
““@f manager at Cincin- 
* nati by New York 
Life, succeeding 
Charles C. Brown- 
ing, who becomes 
agency manager at 
Btufttatlo. Mr. 
Browning succeeds 
Verne _ Stanford, 
who goes to Brook- 
lyn as agency man- 
ager, succeeding 
the late Walter An- 
dersen. 

Mr. Spiker was 
agency organizer 
for New York Life at Detroit before 
going into the navy as a lieutenant (j.g.) 
in April, 1944. He was formerly resi- 
dent manager at New York City for 
THE NATIONAL UNDERWRITER. He en- 
tered the life insurance business in 1938 
with Penn Mutual and later the same 
year went with New York Life. 

Mr. Browning, a native of Illinois, 
was educated at Western Military Acad- 
emy and Northwestern University, join- 
ing New York Life in 1927. He served 
in Pittsburgh as district inspector, agent, 
and agency organizer, becoming agency 
manager in Cincinnati Nov. 1, 1944. 

Mr. Stanford joined New York Life in 
1933 as an agent in Cleveland. He be- 





W. A. Spiker 


came agency organizer there in 1940, In 
January, 1942, he went to Bingham. 
ton, N. Y., as agency manager and was 
transferred to Buffalo in the same ca- 
pacity on Aug. 1, 1944. 





Moore, Back from War, at 
Seattle for Union Central 


Donovan F. Moore, on leave with the 
army since September, 1943, has returned 
to his post as gen- 
eral agent at Seattle 
for Union: Central. 
Russell Brooks, 
who served as act- 
ing manager, be- 
comes _ associate 
general agent. 

Mr. Moore was a 
corporal with the 
63rd infantry divi- 
sion of the 7th 
army. Mrs. Moore 
worked as group 
captain of a Red 
Cross clubmobile 
unit serving with 
the 3rd army. 

Mr. Moore took part in the battles of 
northern France, Rhineland, and central 
Europe. He was awarded three battle 
stars and the combat infantry badge. 

Mrs. Moore also served in the Euro- 
pean theater and they were able to have 
various reunions in Europe. 

Mr. Moore was appointed manager at 
Seattle in 1940, after six years with Penn 
Mutual. 

During 1945, in addition to operating 
the agency, he paid for more than $500,- 
000 of personal business and ranked 
14th among all agents for the year. ‘ 








D. F. Moore 





Carey Returns as General 
Agent; Watson Retires 


Emerson Carey, Jr., has returned to 
Denver as general agent for John Han- 
cock. William E. Watson, general agent 
at Denver for the past three years, has 
resigned due to ill-health. 

Mr. Carey opened the general agency 
at Denver in 1939 after being associated 





EMERSON CAREY, JR. 


with John Hancock at Hutchinson, Kan., 
for two years. In 1938 he led all John 
Hancock agents in the country in pro- 
duction of ordinary and qualified for the 
Million Dollar Round Table. A gradu- 
ate of Cornell with the degree of LL.B., 
he coached football at that university for 
two seasons before entering business. 





South Retires; 33 Years 
with Life & Casualty 


J. C. South has retired as district man- 
ager at Jackson, Tenn., after 33 years 
with Life & Casualty. He has been suc- 
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ceeded by A. B. Abernathy, special 
agent in the Mississippi Valley division, 
who has been with the company for 20 
years. 4 ; 

“Mr. South joined the company in 
Memphis in 1912 and worked in that dis- 
trict as agent, special agent, assistant su- 
perintendent and claim inspector until 
he become manager at Jackson, Miss. 





Wallace Life Manager 
for Cramsie, Laadt & Co. 


Theodore I. Wallace has been named 
Life agency manager for Cramsie, Laadt 
& Co:, general 
agents in Chicago 
for Northwestern 
National Life. Mr. 
Wallace has been 
agency assistant in 
the Marquis Bow- 
man agency of 
Bankers Life of 
Iowa, Chicago, 
where he several 
times won the dis- 
tinction of being 
the outstanding 
producer for the 
company in its 
monthly sales con- 
tests. , ; 

All of Mr. Wallace’s experience has 
been in Chicago and he is a life member 
of the Illinois Round Table. Supple- 
menting his sales background, Mr. Wal- 
lace studied law at the Universities of 
Alabama and Iowa. 





T. I. Wallace 





Three Veterans Return 


Maj. Charles Stettler, who served as 
a statistical officer in the army air 
forces in Italy; Robert A. Brown, Jr., 
lieutenant in the navy, a son of R. A. 
Brown, millionaire producer of Pacific 
Mutual Life, and Jack O’Neill, navy 
lieutenant, formerly with the agency de- 
partment of California-Western States 
Life in Sacramento, have joined the 
estate planning department of Scott & 
Co. in Los Angeles. 





Bragg Oregon General Agent 


Clayton R. Bragg has been appointed 
general agent of Monarch Life for 
Oregon, with offices in Portland. He 
has been with the company since 1933, 
starting as an agent in Rochester, N.Y. 
For the past two years he has served as 
an instructor in the company’s eastern 
school. 





Walton Fresno Supervisor 


Leonard E. Walton, a former lieu- 
tenant commander in the navy, has been 
appointed field supervisor in the Fresno 
branch office of Occidental Life. He 
will assist Ellsworth Hobler, Fresno 
manager. He was an agent of Metro- 
politan Life for six years before entering 
the navy. 


Fairchild to Jefferson Standard 


Myron L. Fairchild, well known life 
agent of San Francisco and one time 
general agent there for Connecticut Gen- 
eral Life, has been appointed general 
agent by Jefferson Standard Life. The 
latter company has been in the office 





A REAL OPPORTUNITY 


A long established eastern life 
insurance company, writing both 
ordinary and industrial, offers a 
real opportunity to an executive 
trained man. The position open 
requires a man who has had expe- 
rience in management and impor- 
tant executive work. The salary 
will be commensuate with the re- 
sponsibilities of the position. State 
age, educational and business 
background. Address: “A. B. C., 
c/o The National Underwriter, 175 
West Jackson Boulevard, Chicago 
4, Illinois.” 








es 
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of Edward Brown & Sons, general 
agents for a number of fire companies 
and recently appointed in the same ca- 
pacity for Crown Life of Canada for 
California. Formerly the agency repre- 


sented Jefferson Standard for only 
northern California. Mr. Fairchild 
handled the life department for the 


Brown office. 





Returns to Toledo Post 


Robert S. Thompson, back from 2% 
years in the navy asa lieutenant, has 
resumed his post as assistant manager 
of Metropolitan Life in Toledo. 





Tomlinson La. Manager 


Business Men’s Assurance has ap- 
pointed T. J. Tomlinson as district man- 
ager for Louisiana, in the 809 Ardis 
building, Shreveport. 

Mr. Tomlinson has been 
B.M.A. producer 20 years. 


a leading 





Peterman, Bready Are Managers 


Gordon H. Peterman has returned as 
manager of the Annapolis, Md., district 
of Baltimore Life. He has been in the 
armed forces since July, 1942. Curtis L. 
Bready has been named manager of the 
York, Pa., district. He was employed 
by the company as agent in Williams- 
port, Pa., in 1938 and in 1941 was pro- 
moted to staff superintendent. 


Curry San Antonio Supervisor 


Walter W. Curry has been appointed 
agency supervisor of the San Antonio 
general agency of John Hancock Mutual 
Life, associated with G. A. Davenport, 
general agent. Mr. Curry has _ been 
connected with the agency since 1939. 


Sutton Uniontown Head 


William I. Sutton was installed as 
unit manager of the Woods agency of 
Equitable Society, in the Fayette Title & 
Trust building, Uniontown, Pa., at a 
dinner. Announcement was made by 
Agency Manager Lawrence C. Woods, 
Jr. Also present were Wallace D. Guth- 
rie, unit manager at Indiana, Pa., and 
Walter A. Fortune, Uniontown, field as- 
sistant. 

Mr. Sutton went with the Woods 
agency after his graduation from Penn- 
sylvania State College. He was in the 
group department. 

He was released from the navy, where 
he served as lieutenant 4% years. He 
was in command of a submarine chaser 
in the Atlantic and was executive officer 
of a destroyer escort in the Pacific. 








Boisaubin Brokerage Head 


Eugene V. Boisaubin has been named 
brokerage manager of the home office 
agency of General American Life. Lt. 
3o0isaubin just returned after serving 
nearly four years in the navy. He en- 
tered the business as a personal producer 
in 1939. He is a graduate of St. Louis 
University law school. 





George J. Pflanz, III, will become as- 
sociated with his father, George Pflanz, 
Jr., in the Union Central Life agency 
at Des Moines. The son recently re- 
ceived his discharge after 46 months in 
the army. 


Acacia Mutual Gives 
15% Pay Boost to Employes 
WASHINGTON — Reporting the 


“greatest year of progress” in history, 
President’ William Montgomery has an- 
nounced that all Acacia Mutual Life em- 
ployes will receive an increase in pay 
amounting generally to about 15%. 

The announcement was made at the 
annual dinner attended by more than 500. 

He pointed to new records established 
last year in every phase of Acacia’s busi- 
ness. Assets rose to $145 million, an in- 
crease of $15 million for the year. Insur- 
ance in force reached $648 million, up 
$69 million. New insurance placed in 
1945 amounted to $93 million, another 
all-time high. 


AS SEEN FROM CHICAGO 





CHICAGO WOMEN MEET FER. 7 

I'he Women’s division of the Chicago 
Association of Life Underwriters will 
hold a meeting Feb. 7, the program for 
which is being arranged by Harriett L. 
Krause of New York Life. 





DETECTIVE CLAIM ASSN. SPEAKER 


Lt. Phillip H. Breitzke, chief of the 
homicide bureau of the Chicago police 
department, was the speaker at a meet- 
ing of the Chicago Claim Association 
last week. Mr. Breitzke, who is a detec- 
tive, gave an interesting talk on four of 
the major cases he has handled, empha- 
sizing that police work is not run on a 
Dick Tracy basis. 

He said that Chicago is probably the 
safest of the large cities crimewise, and 
that although there may be a crime 
wave in the country the proportionate 
rise in other cities has been greater 
than Chicago’s. 

G. T. Delahunty, Alliance Life, presi- 
dent, was in charge. 





STORY OF LIFE INSURANCE 


Miss Lillian French Read of New 
York Life, director of the Chicago As- 
sociation of Life Underwriters, is visit- 


ing the Chicago high schools endeavor- 
ing to get “The Story of Life Insurance” 
by Holgar J. Johnson, president of the 
Institute of Life Insurance, installed as 
a regular textbook, especially in classes 
in economics. The schools have had the 
“Life Insurance Manual,” which is found 
to be a little too advanced for the aver- 
age pupil. The “Story of Life Insur- 
ance” is more elemental and deals with 
fundamental subjects that pupils can un- 
derstand. H. Kennedy Nickell, Connec- 
ticut General Life, president of the Chi- 
cago association, has visited some of 
the schools, assisting Miss Read in her 
work. 





GUERTIN TO ADDRESS GROUP MEN 


A. N. Guertin, actuary of the Ameri- 
can Life Convention, will address the 
Group Supervisors Division of the Chi- 
cago Association of Life Underwriters 
at a luncheon meeting Feb. 4. George 
Baldwin, Equitable Society, will preside. 





HONOR AUBIN AT LUNCHEON 

A luncheon was held in Chicago for 
Philip T. Aubin, celebrating his 25th an- 
niversary in the life insurance business. 
It was given by George D. Covell, man- 
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Fifty-second Year of 
Dependable Service 


Ww 


Te STATE LIFE of Indiana is a purely mu- 

tual, old-line, legal reserve Company in .-its 
fifty-second year of dependable service. . . . Has 
paid over $150,000,000 to policyholders and bene- 
ficiaries, and in addition holds assets of over 
$62,000,000 for their benefit . . . Issues a wide 
range of policies from ages one day to sixty-five 
years, including Juvenile, Educational Fund, Fam- 
ily Income, Salary Continuance, Retirement In- 
come, and other up-to-date forms. . . . Agency 
opportunities with complete training and service 
facilities for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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ager of the Connecticut General Life 
agency of which Mr. Aubin is a member. 

Among the guests present were Fra- 
ser Wilson, insurance manager for 
United Air Lines, and Bernard David- 
son, vice-president Rollins, Burdick, 
Hunter. 

Mr. Aubin has been company leading 
producer five times and president of the 
company’s President’s Club twice. 





Maj. Stephen H. Howbert has re- 
turned to the Wichita office of New 
York Life following five years with the 
army air corps. He was with New York 
Life 1% years before entering the serv- 
ice. 











You Can Plan Today For 
Your Production and 
Home of Tomorrow 
through a 
RENEWAL 
COMMISSION 
LOAN 


® PRODUCTION 

® WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

@ POSTWAR 
OPPORTUNITIES 

®@ EXPANSION 

® HOMES, ETC. 


OUR BUSINESS is loaning you 
money in substantial amounts 
... the one source in the U.S. 
that specializes and really under- 
stands your needs. 

A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 

A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 
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Talk More Life, ‘ 
Less Insurance, 


Connell Advises 
PORTLAND, ORE.—“‘Let’s talk 


more life and less insurance” was the 
advice of Clancy D. Connell, N.A.L.U. 
president to the Life Underwriters As- 
sociation of Portland. 

He said it was important to place less 
emphasis on the technical aspects of in- 
surance, bringing home instead the im- 
portant idea of what insurance does to 
improve the lives of people; its effect on 
the whole financial and economic struc- 
ture of the nation; its future, as the re- 
sult of individual saving and foresight. 

Mr. Connell stressed that the concept 
of public service should be emphasized 
and said the present interest in service 
to veterans offers a timely example. 

R. Elmo Shannahan, Portland asso- 
ciation president, presided and _ intro- 
duced Mr. Connell, whose topic was, 
“The Fruits of Life Insurance.” 


Wash. Round Table Meets 


The annual mecting and banquet of 
the Washington Quarter Million Round 
Table was held in Seattle. W. C. Schup- 
pel, president of Oregon Mutual Life, 
spoke on “Leadership, Its Rewards and 
Responsibility.” 


San Angelo, Tex.—R. William Archer, 
Southwestern Life, Dallas, said the in- 
stitution of life insurance and the com- 
pany are hurt when the agent fails to 
build proper relations with the public. 
All the new gadgets soon will be on the 
market for their share of the consumer 
dollar. Life men who overlook their 
opportunity to build good will may suf- 
fer in such a competitive market. 

President L. H. Stephens announced a 
paid membership of 60. 

St. Louis.—Kits containing information 
and reinstatement and conversion blanks 
on National Service Life were distributed 
to nearly 500 attending the veterans’ 
seminar. Irvin Barker, Ralph E. Johnston, 
William Kieffer and William King dis- 
cussed insurance problems and represen- 
tatives of the Veterans’ Administration 
talked on G. I. bill of rights provisions. 

Los Angeles.—Clancy D. Connell, presi- 
dent of N.A.L.U., spoke Jan. 17 on “The 
Fruits of Life Insurance.” 

E. A. Ellis, general agent of Pacific 
Mutual Life, has been appointed program 
chairman for the sales congress April 10. 

Lansing, Mich.—A veterans’ seminar is 
being held Jan. 18 with R. Howard Mate 
serving as chairman. Harold C. Brogan, 
secretary Michigan association, Edward 
P. Magee and C. B. Carman are among 
the speakers. 

St. Paul—Hampton H. Irwin, educa- 
tional director of Massachusetts Mutual 
Life, addressed the January meeting. 

Toronto—M. W. Sparling, North Amer- 








| ican Life, has been elected president. 


Detroit—H. S. Bell, general agent for 
Equitable of lowa in Seattle, will speak 
Jan, 22 on “The Rainbow of Success.” 

Des Moines—Keith S. Smith, Kankakee, 
Ill., district agent of John Hancock, will 
speak Jan. 18. 

Columbus, 0.—-William B. Hoyer, John 


Hancock, recently released from service, 
will speak Friday, on National Service 
Life Insurance. 


Cincinnati—J. H. 
agent Northwestern 
speaks Friday on 


Jamison, general 
Mutual, Chicago. 
“Panning for Gold.” 

Charlotte, N. C.—James Comer, district 
manager of Jefferson Standard Life, Gas- 
tonia. N. C., spoke on “Business Tnsur- 
ance,” 

Montreal, Can.—FEdwin C. McDonald of 
Ottawa. vice-president of Metropolitan 
Life, addressed the Montreal Association 
Wednesday. 

Kansas City—At a meeting of the 
women’s division on Monday a question 
and answer open forum was held. 


The Spokane. Wash., C.L.U. chapter 


has elected Paul Stone, Mutual Benefit 
Life, president: Bernard J. Lenoue, Ore- 
gon Mutual Life, vice-president, and 
Edwin M. Wolfe, Prudential, secretary. 


Earls Is Welcomed Back 
in Cincinnati 


William T. Earls, Cincinnati general 
agent of Connecticut Mutual Life, was 
welcomed back to 
civilian life at a 
cocktail party and 
reception at the 
agency offices. Mr. 
Earls was in the 
navy nearly four 
years, attaining the 
rank of lieutenant 
commander. He en- 
tered business in 
1931 and is a quali- 
fied life member 
of the Million Dol- 
lar Round Table. 

The Earls agency 
also has offices in 
Hamilton and Middletown, 
southwestern Ohio and northern 
tucky. 

Three other agency members who had 
war service were also guests. They were 
Robert H. Tuley, Dean Chenault and 
Gerald Isphording. After completing 
several years assignment with the Red 
Cross, Mr. Isphording served as agency 
manager of the Earls agency prior to 
the return home of the peace-time head 
of the agency. 





WwW. T. Earls 


serving 


Ken- 


Simon Agency Has | Good Year 


The Mahlon B. Simon agency of Con- 
tinental American Life in Philadelphia 
last year showed a 12% volume gain and 
a 55% increase in new premiums. The 
leading producer was Charles S. Wilson. 
James R. Crawford and Mr. Simon qual- 
ified for company awards. 


Farewell Luncheon for Brock 


At a farewell luncheon in San Fran- 
cisco, W. H. Brock, Jr., who has just 
resigned as manager there of Union 
Central Life, was presented with a desk 
lamp suitably engraved by Don W. 
Munro, who becomes acting manager, in 
behalf of the office staff and field force. 

Mark S. Trueblood of Los Angeles, 
Pacific Coast inspector of agencies, at- 
tended, as did R. L. Stephenson, re- 


een 


tired general agent, who had been with 
the company 50 years and P. R. Pouls- 
son, an agent who has been with the 
company 40 years. 

Mr. Brock has entered the 
agency field at Bakersfield, Cal. 


local 


Steacy Webster Agency 
Holds Annual Parley 
The Pittsburgh agency of Provident 


Mutual Life held its annual meeting and 
banquet, with wives 


attending the lat- 
ter, 
General Agent 


Steacy E. Webster 
outlined plans 
for 1946 and an- 
nounced a contest, 
the winners of 
which will be en- 
titled to attend a 
meeting at the 
home office. 

Five recruits re- 
counted their back- 
grounds, their war 
services and_ their 
reasons for joining Provident Mutual. 

William E. Creery, assistant insurance 
supervisor, summarized the progress in 
1945 and discussed current underwriting 
practices. Fred H. Williams, sales man- 
ager, presented the case for juvenile in- 
surance. 

Advertising Manager Nelson A. White 
put on a clinic and sales demonstration 
based on the “Chart for Living.” 

Mr. Webster served as toastmaster for 
the banquet and paid tribute to Mrs. 
Aimee R. Wilson for leading all the 
women agents. He brought greetings 
from William H. Goehring, who is vaca- 
tioning in Florida, who was the 1945 
production leader. 


ARE You neglecting your 


policyholders? By sending them the 
Insurance Buyers’ Digest each month 
they'll know you are on the job, ready 
to serve. Write the National Under- 
writer for samples. 





S. E. Webster 
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Honor Contest Winners 


A dinner honoring Robert B. Fraser 
and Douglas Whiteside, who finished 
third and fourth, respectively, in a na- 
tional contest held by Penn Mutual, was 
held by the Buffalo agency. Frank O. 
Donaldson, assistant to the vice-presi- 
dent, spoke. Allan W. Carpenter, gen- 
eral agent, announced that the Buffalo 
agency in 1945 exceeded 1944 production 
by more than 25%. 


Laffer Has Training School 


Henry W. Laffer, Wichita general 
agent of the Northwestern Mutual Life, 
held a week’s training school for new 
agents in connection with the agency’s 
participation in the ‘“‘on the job training 
program” under the G.I. bill. 





ACCIDENT 


Resume Chicago Luncheons 


The monthly luncheon forums that 
were held a number of years ago for 
Chicago accident and health company 
men have been resumed under the direc- 
tion of Harold R. Gordon, managing di- 
rector of Health & Accident Underwrit- 
ers Conference. Such a gaihering was 
held at the La Salle hotel Wednesday of 
this week, the topic being franchise in- 
surance. 





— 





Blue Cross Scale Revised 


The Plan for Hospital Care, Chicago 
Blue Cross organization, has revised 
its schedule of charges and has re- 
moved certain restrictions in its cover- 
age. 

Heretofore, the charge for an  in- 
dividual member has been 80c a month 
and it was $1.50 for a member and one 
dependent or for a female alone with 
maternity benefits. For more than one 
dependent the entire premium was $2 
a month. For individual male the cost 
remains at 80 cents but there is now 
only one price for family coverage, re- 
gardless of how many dependents are 
covered. That charge is $2 a month. 
The cost 1s also $2 for a single female 
with maternity benefits after the policy 
is in force nine months. 

Among the restrictions removed are 
those on communicable and mental 
diseases. 


Travelers Liberalizes Plan 


Travelers is now issuing hospital ex- 
pense insurance in its group department, 
for as few as 25 insured employes pro- 
vided that there is as companion cov- 
erage either accident and sickness or 


wholesale. Heretofore, the minimum 
with Travelers has been 50 insured em- 
ployes. 


Also Travelers has reduced the de- 
pendent hospital rates to 32c per month 
per $1 of daily hospital expense benefit 
and the cost for dependent surgical 
schedule, including maternity, has been 
reduced to $1.70. 


CLU. 


Chicago Chapter Holds Party 


The Chicago C.L.U. chapter annual 
Party which was held Wednesday night 
at the Chicago Yacht Club brought to- 
gether two life men whose talents in 
the past have produced a number of 
sparkling skits relating to life insurance. 
These are Walter N. Hiller, Stumes & 
Loeb agency of Penn Mutual, and Harry 
G. Walter, agency manager Northwest- 
ttn National Life. They provided much 
ot the entertainment at the dinner meet- 
ig by putting on one of the original 
Presentations in which they play the 
lading ‘parts. 

There was ‘a social hour before din- 
ner, George H. “Gruendel, agency assist- 
ant Fowler agency, New England Mu- 
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tual, presided as chapter president and 
introduced leaders of the other life or- 
ganizations in Chicago who were guests. 


Start New Chicago Class 


A new C.L.U. review course on sec- 
tion A, life insurance fundamentals and 
economics, directed by Sol Sackheim of 
Great-West Life, was started Jan. 16 in 
Chicago. It is limited to 25 attendance. 
Classes will be held from 4:30 to 6 p.m. 
each Wednesday. This class supple- 
ments a class on the same. subject 
which has been held at the same time 
Tuesdays. In addition there is a class 
on section C, small trusts and taxes, 
which meets each Thursday afternoon. 
All classes are held in the auditorium 
of the Equitable Society building. Tui- 
tion fee for the class is $20. 





Urges Scientific Research 
CINCINNATI—Warning that the 


nation is deliberately traveling the road 
to economic suicide with its policy of 
inducting scientists into military service 
regardless of the imperative need for 
scientific research, Dr. W. E. Wicken- 
den, president Case School of Applied 
Science, told Cincinnati C.L.U. chapter 
that economic security is dependent on 
continued scientific and technological 
preeminence. It will not be until 1956 
that the number of physicists is equal 
to what it was before the war, he de- 
clared. 

Wealth in the future will be found in 
the laboratories of economic research. 
Through scientific achievement, there is 
a 4% gain annually in the work one man 
can produce in one hour. The demands 
of. labor for a 30% wage increase, he 
said, amount to a 10 year payoff on sci- 
entific and technological progress. 


RECORDS — 


Occidental Life.—Reports $16,259,271 of 
ordinary written in December, less than 
$50,000 under the company’s record- 
breaking month of October. Ordinary 
business written in 1945 totaled $159,090,- 
282, a gain of more than $28 million over 
1944, for the biggest year in its history. 


Franklin Life— December showed a 
121.2% increase over the same month in 
1944. The year 1945, was the greatest in 
history. 


Berkshire Life—Paid life business for 
December increased 17% over December, 
1944. The 1945 gain in paid life business 
was 27%. The company has had 34 con- 
secutive months of increased production 
over the corresponding months of:previ- 
ous years. 








San Antonio Group Sees 
“C.L.U. Class in Action” 


A “Typical C. L. U. Class in Action” 
was presented at a luncheon meeting of 
the San Antonio Association of Life 
Underwriters by Henry Coutret, Ohio 
National Life, who has served as in- 
structor for the group under the spons- 
orship of Trinity University. The class 
now has 23 members. 

Mr. Coutret said busy life insurance 
salesmen are willing to devote from 
three to eight hours per week to this 
work because the desire for more knowl- 
edge which will make them truly pro- 
fessional workers, the, increased pres- 
tige which comes from a_ professional 
designation, and an increased income. 
He cited the fact that personal produc- 
ers who took the C. L. U. course in- 
creased their average earnings from 
$4,338 to $7,569; general agents and 
managers, from $5,640 to $10,900. 

Questions taken up in the course con- 
cerning the types of life insurance, the 
relation of protection and investment 
elements in ordinary or whole life and 
endowment forms, the mortality table 
and the social security act were re- 
viewed. 

Byron S. Griffith, Galveston manager 
of American National and a million dol- 
lar producer, told of his methods. He 
leaves home before 9 a.m. and goes di- 
rectly to see a prospect. He does not 





reach his office before 11:30, spending 
the entire morning in interviewing pros- 
pects. He said the entire interview 
should be clearly planned and carried 
through and that when the salesman 
goes to the office his thoughts will be 
diverted from his plan and his thoughts 
may become confused. He works on 
the two-interview plan, the first a pic- 
ture taking interview and the second a 
sales presentation. 

He emphasized the skillful asking: of 
questions which will cause the prospect 
to talk. It is essential to know the type 
of investments a man makes and why 
he makes them. He told of calling on 
a man who had $1,000 life insurance. 
When he asked this man how much 
money he had when he bought the busi- 
ness he was operating, the reply was 60 
cents. This prospect, in five years, had 
built a business which gave him an in- 
come of $30,000. Mr. Griffith said that 
man now owns $65,0000 of life insur- 
ance. 


Walter W. Curry, who has been with 
the G. A. Davenport agency of John 
Hancock Mutual Life in San Antonio, 
as a personal producer since 1939, has 
been appointed agency supervisor. The 
agency covers southwest Texas. 


Iowa Supreme Court Rules 
Lutheran Mutual Can Move 

Lutheran Mutual Life of Waverly, Ia., 
can transfer its agency and investment 
departments to Des Moines, the Iowa 
supreme court ruled. A group of policy- 
holders had opposed the transfer and 
had appealed a lower court decision 
which also held the move could be made. 

The company in its argument stated 
that the question of whether the com- 
pany. should move its entire headquar- 
ters to Des Moines will be resubmitted 
to policyholders in May. Last spring 
policyholders voted to transfer the com- 
pany but it was discovered some 200 
holders of educational policies had not 
been sent ballots on the question and the 
vote, which was in favor of the transfer, 
was voided. 


R. A. Alford to K. C. Post 


Robert A. Alford, recently discharged 
from the navy, has been made assistant 
manager of North American Life for 
western Missouri with headquarters in 
ansas City. He is the son of the late 
Freeman Alford, who was manager for 
the company in Kansas City for a num- 
ber of years. 
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Quigley Resumes Old Post, 
Nicholls to Far East 


George N. Quigley, Jr., has been re- 
leased from his duties as a commander 
in the navy, after 
five years of serv- 
ice, and has re- 
sumed his position 
as Los Angeles 
manager of Manu- 
facturers Life. 
During his navy 
service he was 
stationed in the 
Virgin Islands and 
later in the Pa- 
cific. 

Gordon L. Prior 
released from the 
navy after nearly E 
two years of serv- & N- Quigley, Jr. 
ice, has returned to Los Angeles as 
agency assistant of Manufacturers Life. 
Before entering service he was agency 
secretary there. 


New Duties for Nicholls 


Graeme Nicholls, who was Los An- 
geles manager during Mr. Quigley’s ab- 
sence, has been given new duties. He 
left Los Angeles Monday for New York, 
whence he will go to London and later 
to Hong Kong, where he will assume 
charge of all the company’s activities in 
the far east. Before going to Los An- 
geles, Mr. Nicholls had spent several 
years there and is familiar with affairs 
in that part of the world. 


cadet scatter aca 





Prudential Promotes Mansfield 


Norman L. Mansfield has been named 
public utilities engineer in the bond de- 
partment of Prudential. Mr. Mansfield 
has been assistant public utilities engi- 
neer since 1939 and joined Prudential 
in January, 1933, as a statistician in the 
bond department. He was educated at 
Philips-Andover and Massachusetts In- 
stitute of Technology. 





Brainard is Speaker at 
Edwards Agency Meeting 


The annual sales congress of the R. 
S. Edwards agency of Aetna Life in 
Chicago was held Thursday at the Hotel 
Sherman. Home office guests and speak- 
ers at the meeting which consisted of 
luncheon sales conference and banquet, 
were Morgan B. Brainard, president; 
Robert B. Coolidge, agency vice-presi- 
dent, and Carl Josephson, underwriting 
department. 

Chairman of the event and one of the 
principal speakers was Rudolph LeBoy, 
the leading agent at Chicago and second 
high man in the company. He spoke on 
the use of the controler system for han- 
dling prospects and measuring success 
ratios. Mr. LeBoy and all the other 
agents present are members of the Big 
Ten Club, organization in which the ten 
leading producers of the Edwards 
agency are enrolled each month. Ben 
H. Sax, top accident and health writer 
for Chicago and second in the company, 
outlined his sales methods. Dwight 
Tees, a top salesman from the Milwau- 
kee agency, spoke on estate control. 


Group Insurance Skit 


Members of the group department 
presented a skit illustrating the origina- 
tion, sale and promotion of group insur- 
ance. A. D. Sten, sales promotion man- 
ager of the agency, explained the pen- 
sion plan and outlined the service allow- 
ance plan which has just been put into 
effect by the company. 

Short sales demonstrations were given 
by Einar Hageman, Robert Johnson and 
J. Mueller, agents. Other speaker$ were 
Al Bluhm and Sam L. Berg, agency pre- 
mium volume leaders for 1945. 

General Agent Edwards announced 
that the agency stood first in the com- 
pany for 1945 for the second consecutive 
year and that the average policy written 
was $7,500, considerably above the com- 
pany average. 
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Brown Heads Prudential's 
Baltimore Ordinary Agency 


Prudential has appointed Robison 
Brown, Jr., formerly of Charlotte, N. C., 
as manager of its Baltimore ordinary 
agency in the O’Sullivan building. He 
has just returned from service with the 
rank of major. 

Manager Brown started with Pruden- 
tial in 1930 and was assistant manager 
at Atlanta in 1936, and manager of the 
Jackson, Miss., ordinary agency before 
becoming manager of the Charlotte 
ordinary agency in 1941. He served sev- 
eral terms as director of the Jackson and 
Charlotte Life Underwriters Associa- 
tions . 

Arch Ames, several years acting man- 
ager of the Charlotte ordinary agency 
and president of the Charlotte Life Un- 
derwriters Association, has been pro- 
moted to manager there. He joined Pru- 
dential at Miami, Fla., in 1931 and went 
to Charlotte as assistant manager in 
1933. He served as a member of the 
1945 advisory committee of managers. 





Cline Case Insurance Angle 


Don Peebles, attorney for the public 
administrator’s office at Chicago, states 
that in a few days he expects to bring 
an exploratory suit against Metropolitan 
Life for allegedly having recognized 
the forged signature on 13 checks, $500 
each under an annuity or optional set- 
tlement of Mrs. Eva Delores Krebs 
Cline, Chicago, allegedly murdered Oc- 
tober, 1944, by Alfred Leonard Cline, 
the “Bluebeard,” in Dallas. 

Mr. Peebles states that the suit will 
be brought as a means of getting at the 
bottom of the matter. He states that 
he is not certain just what form of con- 
tract she had with Metropolitan, but the 
allegation is that Cline did her in and 
successfully concealed that she was dead 
for many months. One theory is that 
he concealed the fact of her death so 
as to receive these monthly payments 
from Metropolitan Life and that he 
torged her endorsement. Just two days 
after the last of these 13 checks were 
cashed it is alleged that Cline did an- 
other woman in and claimed that she 
was Mrs. Krebs-Cline. 

Mr. Peebles thinks that perhaps the 
13th check was the last one that Mrs. 
Krebs-Cline was due to get from Met- 
ropolitan and that this, therefore, had a 
bearing on the timing of his alleged 
crimes. 





Guthrie Pittsburgh Chairman 


Heading the program committee for 
Pittsburgh Insurance Day, March 4, at 
Hotel William Penn is W. M. Guthrie, 
comptroller of Reliance Life. ‘“Recon- 
version Problems of the Insurance In- 
dustry” is the theme of the day. Ten 
leaders representing all branches of the 
business are to be the speakers. Among 
the members of Mr. Guthrie’s commit- 
tee are Hugh Kemp, Connecticut Gen- 
eral Life, who is president of the Agen- 
cies Committee of Pittsburgh, and C. 
Brainerd Metheny, Fidelity Mutual 
Life, president Pittsburgh Life Under- 
writers Association. 

Norbert H. Weidner of Reliance Life 
is general chairman for the day. 





McFarland Ohio State Leader 


The President’s and Honor Clubs of 
Ohio State Life have the largest com- 
bined membership in the history of the 
company. There are 19 in the President’s 
Club, one more than last year, and the 
Honor Club has 61 members, 16 more 
than in 1944. The combined membership 
represents 50% of the entire company 
field force. James C. McFarland, Cincin- 
nati general agent, leads the field in 
volume of insurance written, and be- 
comes president of the President’s Club. 
Alfred Guay, Los Angeles general agent, 
ranked second and has been made sec- 
retary. President of the Honor Club is 
William H. Hecht, general agent at Ce- 
lina, O., and secretary, William A. Hau- 
benschild, Harrisburg, Pa. 


Linton Addresses Managers 
at Los Angeles 


LOS ANGELES—Social security jis 
one of the national factors that came 
along inevitably with industrialization, 
and it cannot be avoided or eliminated, 
M. Albert Linton, president of Provi. 
dent Mutual Life, told the Life Insur- 
ance Managers Association. of Los An- 
geles in a talk on social security at the 
first meeting of 1946. 

Vi... Cd Siegmund, general agent of 
Connecticut Mutual Life, membership 
chairman of the Life Underwriters As- 
sociation of Los Angeles, reported mem- 
bership is 917 and urged effort to make 
the total 1,000 by Jan. 18 when report 
must be sent to the National association, 

Kellogg Van Winkle, agency manager 
Equitable Society, legislative chairman 
of the life underwriters association, in- 
formed the managers the insurance de- 
partment in compliance with the amend- 
ment to the insurance code passed at 
the last legislative session, is issuing 
non-resident life agents licenses to ap- 
plicants, whether or not the applicant’s 
state has a reciprocal law. 





Plan Chicago Sales Forums 


The Saturday morning sales forums 
which have been conducted for a num- 
ber of years by the Chicago Association 
of Life Underwriters will be resumed 
late in February. Roland D. Hinkle of 
the Reno agency of Equitable Society is 
in charge of program arrangements. As 
in the past, the forums will be held Sat- 
urday mornings for a number of weeks 
and each will be devoted to a particular 
subject with at least two speakers who 
are authorities. These forums are in 
the form of a seminar, since there is a 
talk and then questions are solicited 
from those attending. 


A. A. Press to Eisendrath 


A. Aaron Press has been appointed 
brokerage manager of The J. M. Eisen- 
drath agency of Guardian Life at New 
York. Mr. Press had been an agency 
supervisor for Prudential for the last 
15 years and has been influential in de- 
veloping business among many general 
brokers. He has written for insurance 
papers and conducted courses for brok- 
ers entering insurance. He isaC. L. U. 
and is a graduate of C. C. N. Y. 


Few Veterans Understand N.S.LL 


ST. PAUL—Less than half of the vet- 
erans contacted by the Veterans Ad- 
ministration center at Minneapolis the 
past month have a clear understanding 
of their privileges under National Serv- 
ice Life Insurance, Carl D. Hibbard, 
center manager, reports. 

His office has issued a statement de- 
signed to enlighten veterans on their 
rights. The Minnesota Association of 
Life Underwriters also is carrying on a 
campaign to help veterans solve their in- 
surance problems. John Steger, Massa- 
chusetts Mutual Life, St. Paul, is chair- 
man, 


Union Wins Southern Aid Test 


WASHINGTON—The national labor 
relations board has certified United Of- 
fice & Professional Workers, Local 179, 
CIO, as collective bargaining agent for 
agents of Southern Aid Society of Vir- 
ginia in Virginia and District of Colum- 
bia, also for its clerical employes. 

N.L.R.B. says elections held Jan. 3 
resulted in 59 votes out of 60 cast by 
agents for the union and 24 out of 35 
eligibles voting in the clerical unit for 
the union. 














If you sell disability insurance, don’t 
be without The A. & H. Bulletins. Write 
The A. & H. Bulletins; 420 E. 4th St, 
Cincinnati 2, Ohio. 








ACTUARY AVAILABLE 


Experience in all phases of Home Office duties 
—can of Actuarial, 
Accounting or Underwriting departments. 
dress Box E-46, The National Underwriter. 175 
W. Jackson Blvd., Chicago 4, Illinois. 
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Robertson Case Highly 


Significant 


(CONTINUED FROM PAGE 1) 
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Even though the U. S. Supreme 
Court’s decision should decide the Rob- 
ertson vs. California case, on the nar- 
rowest possible basis the decision will 
be a momentous one for state regulation, 
ranking with the Paul vs. Virginia and 
the S.E.U.A. decisions, according to some 
of those who have studied closely the 
entire line of cases bearing on state reg- 
ulation. 

At the very least the court must de- 
cide on the constitutionality of a typical 
statute for the regulation and licensing 
of agents. At the most extreme, the 
court could hold that the California 
statutes licensing agents and admitting 
out of state companies to do business 
were unconstitutional even though Con- 
eress, through public law 15, had un- 
successfully tried to validate such state 
regulatory laws. Such a_ decision, of 
course, would mean the virtual end of 
state regulation. 

Issues Clearly Joined 

The opposing briefs clearly set forth 
the issues involved and the case was 
well argued before the high court, in the 
opinion of observers. T. A. Westphal, 
Jr, deputy attorney general of Cali- 
jornia, made a particularly fine impres- 
sion With his presentation of the state’s 
case. He spoke forcefully and he made 
a sincere and studious argument. He 
also appeared for the state in First Na- 
tional Benefit’s suit against Commis- 
sioner Garrison in the circuit court of 
appeals and it was evident that he was 
thoroughly familiar with his subject. 

Many questions were asked by the 
justices during the oral argument, but 
they were not particularly revealing of 
what the court was thinking. _ 

Two questions asked by Justice Doug- 
las however brought in the possibility 
that the defendant, F. O. Robertson, 
might be let off on the ground that the 
offenses of which he was found guilty 
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occurred before the passage of public 
law 15 upholding state _ regulation. 
Douglas’ questions brought out the fact 
that the offenses antedated the effective 
date of P L 15. Douglas did not men- 
tion the federal Constitution’s prohibi- 
tion of ex-post-facto laws but it was 
obvious what he had in mind. 

A large part of the second day’s time 
was used up in questions as to whether 
section 703 of the California insurance 
law relating to the licensing of out-of- 
state companies was a law applying to 
agents for such companies or one apply- 
ing to the company itself. The former 
interpretation would favor the state’s 
case, for there would seem to be less 
question about the right to regulate 
agents than to exclude a company. The 
result of so much time being taken for 
questioning on this point was that Mr. 
Westphal had very little time to argue 
on its merits the quesion whether the 
state has the right to require an out-of- 
state company to meet California solv- 
ency statute’s standards. However this 
point is thoroughly covered in the briefs 
not only of California but of New York 
state and the various industry groups 
which filed briefs as amici curiae. 
Possibilities Are Scanned 


As to the various possible decisions 
which the court may. hand down, the 
state has a strong case. In regard to 
the regulation of agents and if the 
statute requiring agents to be licensed 
is not upheld by the supreme court there 
would be grave doubt that any other 
state insurance regulatory law would be 
upheld. This law presents what appears 
to be the strongest case for constitu- 
tionality. The statute is clear, the of- 
fense admitted by the defendant and the 
question is purely one of constituional 
law. 

It is possible, of course, that the court 
may refuse to affirm Robertson’s convic- 
tion on the ground that at the time he 
violated the licensing law that statute 
had not been legitimatized by Congress 
through the enactment of P L 15. Such 
a decision would ignore the contention 
that state regulatory laws have been 
constitutional right along and that P L 
15 merely clairified and put into words 
what had been the obvious intent of 
Congress for many years previous. 

If the decision in the Robertson case 
is narrowly limited, the question of the 
right of California to require an insurance 
company to meet its standards before 
being allowed to do business there may 
be decided by the Supreme Court when 
the loser appeals from whatever deci- 
sion is given in First National Benefit’s 
million dollar suit against Commis- 
sioner Garrison, now pending in the 
federal circuit court of appeals, since it 
is inconceivable that this case will not 
be carried to the highest court if the 
Robertson case fails to decide the 
point. 


Might Knock Out Conviction 


If the Supreme Court refuses to up- 
hold Robertson’s conviction it could do 
so either on the ground that the state 
licensing law was unconstitutional at the 
time he violated it. The court might and 
probably would point out that PL 15, 
by sanctioning such state regulatory 
laws, would make further violations un- 
lawful; or the court might say some 
thing as to the effect of PL 15; or, it 
might hold that congress was without 
power to give its consent to such laws 
as the California licensing statute. The 
latter appears to be a very unlikely 
possibility in view of recent statements 
by the Supreme Court in two non-insur- 
ance cases. 

If the high court upholds Robertson’s 
conviction it might hold that the state 
licensing statutes are constitutional re- 
gardless of PL 15. ox 

Second, it might affirm the conviction, 
taking PL 15 into consideration but re- 
moving the ex-post-facto question by 
saying the PL 15 merely indicated the 
intention to hold everything as it was 
before. Third, it might affirm the 


conviction for violation of the law re- 
quiring licensing of agents but not Rob- 
ertson’s conviction for representing an 
unlicensed company, holdig that keeping 
the company out of the state was un- 
constitutional. This point was one that 
counsel for Robertson stressed. 


Shows Reasons for 
Underwriting Rules 
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Determining what is a satisfactory 
mortality for the standard group is most 
difficult, he said. ratio of actual to 
expected deaths equal to 100% of the 
mortality assumed in calculating the 
premiums or the mortality shown by 
any of the accepted mortality tables 
would not be satisfactory as those stand- 
ards have to include a margin of safety. 
A ratio of this year as good as last 
year’s might not be satisfactory. The 
best measure can be determined only 
by comparing the company’s experience 
in one year with its experience in pre- 
vious years, and comparing all these 
figures with the experiences of other 
companies doing a comparable business. 
To an underwriter, the mortality for 
a given year is not satisfactory if there 
were any claims incurred on policies 
that should not have been issued. 


Tests Work Both Ways 


The underwriter is always seeking to 
avoid putting in the standard class those 
who should be rated substandard or 
rejected, but he is also trying to accept 
at standard rates as many applicants 
as he possibly can. The fear has been 
expressed in some quarters that the 
standard class is being made too nar- 
row—that special tests are resulting in 
more and more rejections and ratings. 
These tests work both ways, because 
with them we can insure at standard 
rates many cases that would be rated 
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or rejected otherwise. The standard 
class is and must be kept broad because 
it is the large group of normal in- 
dividuals. ee 

The underwriter’s rules for classifying 
applicants are based first on experience 
and second on judgment, or perhaps the 
other way around, he continued. It is 
a tribute to the medical and actuarial 
professions that their judgment has 
been, with few exceptions, borne out 
by subsequent mortality studies. 

“Rules for underwriting overweights 
are probably as well known as any un- 
derwriting rules. The public and you 
have become accustomed to the fact 
that overweight over certain limits is 
accompanied by an extra mortality. The 
insurance companies devoted a great 
deal of time and study to this impair- 
ment 30 years ago with the result that 
it is widely accepted as an impairment 
today. 

“High blood pressure is not yet as 
generally accepted as an impairment by 
the general public. The companies made 
an extensive study just a few years ago 
that will go a long way toward con- 
vincing any doubters in the medical 
profession or in the public that even 
a moderate degree of hypertension is a 
prelude to extra mortality.. The study 
showed without question that extra 
mortality increases with inereasing blood 
pressure and that in those ranges re- 
garded by the family physician as nor- 
mal there may be sufficient extra mor- 
tality to require an extra premium. 


“There has been other insurance ex- 
perience indicating that even though the 
blood pressure may be normal or only 
slightly above normal today, there is 
an extra mortality involved if it had 
previously been found at higher levels. 
Studies published just recently of ex- 
perience on army officers point to the 
fact that transient hypertension develops 
into persistent hypertension and leads 
to disability and death eventually.” 

“Occasionally an underwriter rejects 
a case because of what he calls ‘over- 
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Early Success 


Twenty-two percent of the present members of 
the Pacific Mutual’s Big Tree Leaders Club 
qualified for this honor organization in their 
first year with the company. 


Striking proof that newcomers in the Pacific 
Mutual field can attain sales success quickly! 


Here’s the three-fold reason: 
First-A practical training program, embracing each 
successive step in an organized and complete mer- 


Second—A complete range of personal 


Third-The“New and Unusual Savings 
Plan”—a complete economic security 
package for the individual buyer. 
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20 
insurance. What does he mean? He 
means that this particular individual 


shows an abnormal interest in life in- 
surance, and the amount carried and ap- 
plied for appears unusual and, therefore, 
excessive in relation to his income. 
Companies learned with regret a num- 
ber of years ago that there was an 
extra mortality involved in the class 
where the amount of insurance carried 
and applied for was extreme in rela- 
tion to the income of the individual. 
They couldn’t find any physical impair- 
ment or hazardous occupations or moral 
hazards to indicate that an extra mor- 
tality was to be expected. There was 
simply the one danger signal of the 
abnormal interest in life insurance,” he 
said. 

“This does not mean that all appli- 
cants who want to put all their savings 
into life insurance are substandard or 
rejectable risks. It means simply that 
some of them are. The underwriter may 
or may not be successful in picking 
them out and rejecting them. He may 
be able to select from this group a 
number that will give a fairly standard 
mortality but he is on dangerous 
ground.” 


Mutualization of 
General American 





(CONTINUED FROM PAGE 2) 


D. McCutcheon and John D. Price, all 
of St. Louis; A. P. Hood, J. N. Nutt and 
Harvey T. Smith, representing respec- 
tively the insurance departments of Mis- 
souri, Texas and Illinois, in connection 
with a current examination; Alex Good, 
actuary for the Missouri department, and 
the entire board of directors. 

Powell B. McHaney was toastmaster. 

Frank E. Agnew, Jr., vice-president, 
welcomed back to the ranks 35 former 
servicemen. 

The mutualization plan was worked 
out by Mr. Head and Mr. O’Donnell, 


shortly after control had been sold by 
David M. Milton of New York to South- 
western Life for $60 a share. At that 
time General American, through Mis- 
souri State Life account, was the owner 
of 105,000 shares of the Texas company. 
Each company owned control of the 
other. 

Mr. Head consented to sell 30,000 
shares of Southwestern Life to a Texas 
holding company affiliated with the 
Southwestern interests for $60 per share. 
The releasing of this stock returned 
nominal control to Texas. A prominent 
part in this transaction was taken by 
Tom Clark, now U. S. attorney general. 

The current value of Southwestern 
stock is about 70% above the price paid 
for it that returned control to Texas in 
1936. 

The original liens against Missouri 
State Life policies have already been re- 
duced 80% with another reduction in 
prospect for this year. 


Watch Health 
Cover Bills 
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Senate by Corcoran of Brooklyn and in 
the assembly by Farbatein of Manhat- 
tan. 

It provides for taxing employed per- 
sons 1%% of earnings up to $3,600 a 
year and there would be an equal tax 
on employers. Self-employed persons 
would contribute 3%, welfare agencies 
would pay the tax for unemployed per- 
sons that they are aiding. 


CAL. BILL INTRODUCED 


SAN #&RANCISCO — Sponsored by 
Governor Warren the California legis- 
lature is considering a measure which 
would extend the provisions of the un- 
employment insurance act to make pay- 
ments to workers who are unemployed 
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because of illness. The governor states 
that the present fund of $750 million is 
ample to take care of the worst possible 
unemployment situation and still have 
about $300 million. By granting illness 
payments from this fund the governor 
says that many who have worked con- 
tinuously for one firm or in one position 
for many years will have some oppor- 
tunity to get some benefits from the un- 
employment insurance premiums they 
have paid all these years. 

Another argument he makes is that it 
will benefit small business people who 
continue to keep employes on the payroll 
during illness usually at considerable 
financial hardship, This situation, he 
said, results from the close relationships 
which usually develop between employer 
and employe in small concerns. 





Issues Closely Drawn 
in S. C. Tax Case 


(CONTINUED FROM PAGE 2) 


that South Carolina’s premium tax on 
foreign insurance companies” violate the 
Constitution. 

The state submits that all questions 
in the case are settled in accord with 
the opinion below by the decisions in 
the S.E.U.A. and Lincoln National Life 
vs. Read cases, and by public law 15. 


More Than Billion Paid to 
Canadians in War Years 


More than $1 billion was paid out to 
Canadians by life insurance companies 
in the war years, John D. Buchanan, 
London, Ont., president Canadian Life 
Insurance Officers Association, an- 
nounced in a New Year review addressed 
to policyholders in the Dominion and to 
Canadian life men throughout the world. 
In 1945, payments made by the com- 
panies to Canadian policyholders or their 
beneficiaries amounted to about $160,- 
000,000. 

He commented that in Canada life 
companies generally did not apply any 
war service clause restricting benefits or 
charging extra premium to any policy 
sold before the actual beginning of hos- 
tilities, and therefore a large proportion 
of the men who entered the armed forces 
had unrestricted life insurance coverage. 
As a result, from the beginning of 1940 
to the end of the war, the companies 
paid out about $30,000,000 to the bene- 
ficiaries of Canadians who lost their 
lives while serving overseas. 

However, that extra burden on life 
insurance funds was balanced in part by 
a civilian death rate in Canada that was 
lower than in pre-war years. 

Life companies in Canada bought more 
than $1% billion of Victory bonds dur- 
ing the war, government bonds rising 
from about 11% of total assets to over 
40%. The result was that interest yield 
on new investments from year to year 
was much lower than in pre-war years, 
but, some favorable developments served 
to balance the companies’ financial posi- 
tion; in addition to the lower civilian 
death rate, there was improvement in 
some older investments due to business 
activity and a reduced ratio of operating 
costs through increased business. 

Canadians’ life jnsurance protection, 
he said, actually increased about 50% 
during the war, and the total in force 
in the Dominion is now about $10 billion 
including more than $950 million bought 
in 1945. 








Allen Holds Agency Division 
and Sales Meet in Atlanta 


Luther E. Allen, general agent for 
Northwestern Mutual Life in Atlanta, 
gave a dinner last week for his Georgia 
associates. About 45 attended, includ- 
ing wives of the agents, and Mr. Allen 
gave his agency figures, which broke a 
77-year record with a paid for produc- 
tion of new business, not including an- 
nuities, showing a 60% increase over 
1944, 

George M. Venable, Columbus, was 
leading producer. The meeting lasted 
all day and included sales conferences. 


R. R. Stroud Assistant 
to Mutual Life President 


Robert R. Stroud has been appointed 
an assistant to the president of Mutual 
Life. A graduate of Arizona State 
Teachers College and the University of 
Arizona law school, Mr. Stroud joined 
Mutual Life in January, 1940, as sec- 
retary to the president. He was ap. 
pointed assistant secretary in February, 
1940, and will continue these duties jn 
his new post. 





Great Northern Expands 
and Modernizes Home Office 


Great Northern Life is expanding and 
modernizing its home office quarters in 
the Westminster building, Chicago. 

About half of the seventh floor has 
been taken on and converted into execu- 
tive offices. These are done in modern 
style with light walls and fluorescent 
lighting and air conditioning will be in- 
stalled as soon as the equipment can be 
obtained. 

_The reception area is particularly jn- 
viting. 

Most of the private offices on the sixth 
floor, where the executives have been 
quartered, will be taken out and the ac- 
tuarial and underwriting departments 
will move up from the fifth floor. The 
latter will be used mainly for files and 
M.1.B. department, 





Sullivan Mass. Mutual 
2d Man in Group Field 


Harold L. Sullivan, benefit department 
assistant manager of Massachusetts Mu- 
tual Life, has been appointed assistant 
manager of the new group department of 
which Thomas J. Connell is manager. 

A fellow of Life Office Management 
Association since 1940, Mr. Sullivan went 
with Massachusetts Mutual in 1923 in 
the benefit department, and 16 years 
later was made assistant manager. 

He is the author of the “Manual of the 
Optional Methods of Settlement” in- 
cluded in the Massachusetts Mutual 
course of training for agents. 

Mr. Sullivan graduated at Massachu- 
setts State College in 1918. 


C.L.U. to Hold 2 Week 
Institute in Conn. for 50 


The first C.L.U. institute will be held 
at University of Connecticut June 24- 
July 5, according to H. H. Cammack, 
chairman of the committee. Enrollment 
is limited to 50 from New York and 
New England. Eventually it is hoped 
to hold similar courses elsewhere. The 
tuition fee is $100 and expenses are 
estimated at $30-$40 a week. 





Woods Rejoins Yates Agency 


Col. Robert L. Woods has resumed 
his position as associate general agent in 
the John W. Yates agency of the Massa- 
chusetts Mutual Life in Los Angeles, 
following his release from active duty 
with the army. 


Baker Leads Columbian Mutual 


C. A. Baker, Birmingham, Ala., has 
been named leading general agent ot 
Columbian Mutual Life for 1945. The 
“Alabama Coon Hunters,” as the agency 
is known, paid for 175.45% of the 1945 
allotment for new paid business, thereby 
winning the first place trophy. 

The Ben Stallings agency of Tupelo, 
Miss., won second place with Sam 
Wright’s agency of Greenwood, Miss., 
finishing third. 








Reliance Revises Lead Service 


Reliance Life has redesigned its lead 
service for agents to use in direct mail 
approaches. Changes have been made 
in the letterheads and text of the let- 
ters and a new booklet has been pre- 
pared to supplement the letters. 





8, 1946 


ointed 


yruary, 
ties in 


ttice 


ng and 
ters in 
Di 

or has 
execu- 
nodern 
rescent 
be in- 
can be 


rly in- 


e sixth 
> been 
the ac- 
tments 

The 
es and 


irtment 
ts Mu- 
ssistant 
nent of 
ager. 

gement 
in went 
1923 in 
. years 


1 of the 
it” in- 
Mutual 


ssachu- 


be held 
Ine 24- 
nmack, 
ollment 
rk and 
hoped 

The 


ses are 


4 

esumed 
gent in 
Massa- 
ngeles, 
re duty 


ual 


la., has 
zent of 
5. The 
agency 
he 1945 
thereby 


Tupelo, 
h Sam 
. Miss., 


rice 

its lead 
ct mail 
1 made 
the let- 
en pre- 





January 18, 1946 


LIFE INSURANCE EDITION 


21 








NEWS ABOUT LIFE POLICIES 
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Prudential’s New 
Dividend Scale 


The 1946 ordinary dividend scale of 
Prudential represents an adjustment of 
the 1945 scale, the effect of which is an 
increase in dividends where policy re- 
serves are small and a decrease where 
policy reserves are larger. 

Interest to be credited on dividends 
left to accumulate is the guaranteed 
rate but not less than 214%. Interest on 
settlement options is 234%. 

‘Illustrative dividends per $1,000 on the 
new scale for several policy forms are: 

Whole Life Paid-Up at 85 
Cash Dividends End of Policy Year 








Total 
20 
Age 2 5 10 15 20 Yrs. 
. 89 3.26 3.73 4.06 4.41 71.08 
01 3.47 3.89 4.24 4.65 74.65 
17 3.60 4.05 4.49 5.05 78.72 
19 3.63 4.10 4.54 5.15 179.64 
19 3.66 4.13 4.63 5.25 80.58 
f 22 3.70 4.18 4.71 5.37 81.80 
9 28 $.72 4.23 4.79 6.48 82.92 
95 -25 3.75 4.31 4.89 5.61 84.26 
ee 3.25 3.78 4.35 4.98 5.75 85.49 
97... 3.27 3.80 4.42 5.08 5.88 86.97 
28 . 3.30 3.85 4.51 5.19 6.03 88.65 
29 3.31 3.90 4.58 5.30 6.17 90.19 
30 3.33 3.94 4.67 5.42 6.34 91.94 
31 . 3.84 4.00 4.77 5.56 6.49 93.84 
39 .,.. 3.38 4.06 4.86 5.70 6.67 95.87 
33 3.48 4.11 4.97 5.85 6.88 98.10 
34 .... 3.44 4.20 5.07 6.00 7.08 100.41 
35 . 8.49 4.28 5.21 6.17 7.29 102.92 
36 . 8.58 4.86 5.84 6.34 7.51 105.43 
37 . 3.59 4.46 5.48 6.52 7.76 108.30 
38 . 3.65 4.54 5.62 6.72 7.99 111.26 
39 . 3.71 4.65 5.78 6.94 8.27 114.53 
40 . 3.78 4.75 5.96 7.17 8.56 117.86 
41 . 3.85 4.90 6.13 7.37 8.84 121.40 
42 .... 3.98 5.02 6.381 7.63 9.16 125.27 
43 . 4.08 5.17 6.52 7.90 9.47 129.35 
44 . 4.13 5.381 6.73 8.18 9.83 133.65 
45 4.24 5.49 6.98 8.49 10.22 138.44 
46 . 4.86 5.64 7.21 8.79 10.59 143.19 
47 4.46 5.85 7.47 9.13 11.02 148.51 
48 . 4.62 6.05 7.76 9.48 11.43 154.06 
49 . 4.77 6.26 8.06 9.87 11.91 160.14 
50 . 4.94 6.51 8.39 10.27 12.39 166.52 
51 .... 5.11 6.76 8.73 10.70 12.92 173.34 
Se. 5.80 7.04 9.10 11.17 13.48 180.60 
53.... 5.54 7.383 9.49 11.63 14.06 188.38 
54 .... 5.74 7.64 9.91 12.14 14.70 196.53 
55 6.00 7.98 10.36 12.68 15.36 205.40 
60 .... 7.58 10.10 13.07 15.99 19.09 258.66 
65 . 9.92 18.14 16.86 20.14 21.78 325.36 
Modified Life 3 
Total 
20 
Age 3 5 10 15 20 ¥re. 
10. 2.66 2.78 3.20 3.54 3.87 59.02 
15 2.99 3.16 3.50 3.87 4.28 65.21 
20 3.36 3.49 3.86 4.29 4.86 72.37 
% .... 3.71 $3.87 4.381 4.92 5.62 81.98 
30 . 4.14 4.36 4.98 5.74 6.67 94.91 
35 . 4.82 5.12 5.92 6.89 8.01 112.99 
40 . 5.55 5.93 6.97 8.18 9.58 133.23 
45 . 6.59 7.06 8.39 9.90 11.63 160.61 
50 .... 8.06 8.68 10.34 12.23 14.40 198.22 
55 .10.14 10.92 13.04 15.41 18.16 249.72 
60 ....13.11 14.11 16.76 19.80 23.386 321.38 
65 .17.36 18.60 22.00 25.92 30.52 421.59 
20 Payment Life 
Total 
20 
2 5 10 15 26. “Yew 
3.20 4.02 4.93 5.64 6.44 94.92 
3.32 4.26 5.12 5.89 6.77 99.23 
3.49 4.41 5.381 6.17 7.22 103.75 
3.55 4.54 5.56 6.56 7.75 109.24 
62 4.73 5.91 7.06 8.40 116.34 
3.78 5.01 6.37 7.72 9.20 125.84 
04 5.48 7.00 8.53 10.18 138.30 
47 6.07 7.88 9.61 11.41 155.12 
5.12 6.98 9.09 11.05 12.96 178.17 
11 8.32 10.80 13.03 15.04 210.60 
.66 10.26 13.24 15.90 17.88 257.14 
.92 13.14 16.86 20.14 21.78 325.36 
20 Year Endowment 
10, 3.65 5.18 6.99 8.67 10.54 138.18 
15 3.73 5.32 7.02 8.68 10.59 139.34 
20..... 3.87 5.37 7.05 8.72 10.65 140.11 
25 3.89 5.39 7.11 8.81 10.77 141.41 
30..... 3.93 5.46 7.24 8.98 10.94 143.79 
35 . 4.00 5.64 7.46 9.27 11.20 148.08 
40 .5., 4.23 5.92 7.86 9.70 11.62 155.19 
45 . 4.62 6.43 8.48 10.39 12.26 166.58 
30 . 5.20 7.21 9.47 11.50 13.24 184.53 
9 6.17 8.44 10.98 13.17 14.80 212.44 
60 7.67 10.33 13.30 15.84 17.16 255.76 
65 .... 9.938 13.17 16.84 19.98 20.66 321.92 
Income Endowment at Age 65 
(Male—$1,200 Insurance) 
10 . 3.60 4.2 5.04 5.65 6.32 96.80 
15 eee 40 5.34 6.04 6.86 103.44 
20 3.98 4.82 5.71 6.57 7.64 111.67 
25 4.13 5.12 6.21 7.33 8.67 122.49 
30 . 4.32 5.54 6.96 8.388 10.02 137.70 
35 . 4.60 6.18 8.00 9.80 11.78 158.47 
40 . 5.09 7.14 9.47 11.71 14.01 187.09 
45 . 5.89 8.58 11.62 14.31 16.59 226.54 


Hundreds of sales ideas in The Acci- 
dent & Health Bulletins. Write the A. & 
H. Bulletins, 420 E. 4th St., Cincinnati 2, O. 
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Great-West Introduces 
Three Juvenile Plans 


Three new juvenile plans have been 
adopted by Great-West Life, endow- 
ment at age 18, endowment at 21, and 
endowment at 25. 

Premium rate on endowment at 18 
is $54.60 at age 1, $74.03 at age 5; on 
endowment at 21, $45.38 at 1, $58.46 at 
5; endowment at 25, $36.81 at 1 and 
$45.38 at 5. 


Indianapolis Life Makes 
Some Rate Revisions 


Indianapolis Life has increased the 
rates and values for income endowments 
at 60 and 65. There also has been an 
increase in the rates for single premium 
immediate annuities, family income and 
family maintenance provisions, salary 
continuation policies and continuous 
monthly income policies. 

On the annual and single premium re- 
tirement annuities the incomes per unit 
of premium are reduced. Rates for all 
other forms of insurance, however, re- 
main unchanged. The basic dividend 
scale used in 1945 is continued for 1946. 

Following are examples of the new 
single premium annuity rates: 

Life Annuity Refund Annuity 
Age $100 $10 $100 $10 
M F Annually Monthly Annually Monthly 
$3,039.36 $2,706.70 $3,306.84 


45 50 2,245.70 2,753.64 2,510.10 3,070.92 
50 55 2,001.60 2,460.72 2,309.40 2,830.08 
o> 60 1,755.60 2,165.52 2,106.60 2,586.72 
60 65 1,512.20 1,873.44 1,903.90 2,343.48 
65 70 1,276.60 1,590.72 1,704.00 2,103.60 
70 75 1,053.90 1,323.48 1,509.60 1,870.32 
Bankers National New 
Juvenile Rates Shown 

Juvenile insurance in Bankers Na- 


tional of New Jersey now provides full 


benefit at age 5. New premium rates 
are: 
Child’s 
Age End. 20 Pay. 20Yr. Savings 
Under Age 85 Life End Plan 
6 mos. $12.18 $19.81 $46.88 $38.27 
1 12.51 19.95 46.92 38.28 
2 12.67 20.13 46.97 38.29 
3 12.84 20.34 47.01 38.30 
4 13.02 20.59 47.05 38.31 
5 13.21 20.84 47.10 38.32 
6 13.45 21.15 47.14 38.3 
7 13.69 21.48 47.18 38.41 
‘ 13.96 21.85 47.23 38.48 
9 14.21 22.22 47.27 38.56 
10 14.49 22.59 47.33 mes 
a 14.77 22.98 47.41 
12 15.04 23.37 47.48 
13 15.34 23.78 47.55 
14 15.66 24.19 47.62 


General American Adopts 
New Pension Trust Plans 


General American Life has adopted 
a new pension trust program under 
which group underwriting principles will 
be used on cases of 25 or more lives. 
Under this program, individual contracts 
incorporate either insurance with pen- 
sion benefits or pure pension benefits 
are offered with 10 settlement options. 
In addition there are contracts involving 
pensions, with or without insurance, at 
the end of five or ten years or at age 
70, which cover older employes. 

Creditors group life has been added to 
General American group coverage. 
Available to banks, finance companies, 
commercial organizations and credit 
unions, this creditors group insurance 
covers automatic cancellation of indebt- 
edness upon the death of the debtor 
within the limits of the contract. 


Error in Plates Is Corrected 


An error crept into plates from the 
Little Gem Life Chart published by 
Tue NATIONAL UNDERWRITER Co. which 
were reproduced in the edition of Dec. 
14, presenting net payments of North- 
western Mutual Life on the 1946 divi- 
dend scale. In a section which showed 
the number of years required for divi- 
dend additions to pay up the policy or 





mature the policy, based on the history 
for 20 years and on the 1946 dividend 
scale thereafter, a dollar sign was put at 
the top of each column of figures so 
that it indicated that these represented 
dollars, when in fact they should have 
been shown as years. 


U. S. Policy Dividends Unchanged 


The scale of dividends payable on 
United States government life insurance 
is the same for the calendar year 1946 
as for 1945. 


N. J. Insurance Committees 

The senate insurance and banking 
committee of the New Jersey legislature, 
which convened last week, is composed 
of Senators Farley, Hannold, Van AI- 
styne and Toolan. Members of the 
insurance committee of the assembly are 


Preisser, Widnall, Mehorter, Reiffin and 
Vogel. 

There was no mention of insurance 
matters in the governor’s message. 


Bankers of Ia. Refresher School 


Bankers Life of Iowa will hold its 
first veterans’ refresher school the week 
of Jan. 21. It will be under the direc- 
tion of T. H. Tomlinson, sales promo- 
tion manager. 


North Am. L. & C. 50th Year 


This year North American Life & 
Casualty of Minneapolis celebrates its 
50th anniversary. In recognition of the 
event, its agents have set out to end the 
year with $50 million life insurance in 
force. It also writes a large volume of 
accident and health and hospital insur- 
ance. 
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FRANKFORT 


“The Friendly Company” 


THE OPPORTUNITY — 


is yours for an honored profession — a 
profession which will give you the privilege 
of outstanding human service, greater per- 


sonal earnings and future security. 


This January |, 1942, check your assets. 
If you have the energy, the confidence in 
yourself and a deep sympathy with man- 
kind's hopes, aims, problems and ambitions, 
you may be certain of adequate financial 
reward as a life underwriter—your place 
in an honored profession. 


As the silent partner of your corporation, 
The Friendly Company will give you the 
best in service to yourself and policyhold- 
Contact the home office. 
find it pays to be friendly with 


You will 


xk * 


INDIANA 











)} MUTUAL 






812 Olive Street 








“Keep Thy Shop and Thy Shop Will Keep Thee” 


During February, the birth month of Benjamin Franklin, it is well to recall 
this little gem from his homely philosophy. 

But first—get “thy shop.” You can build your own business in your own 
community when you are a General Agent for us. Think it over! 


Attractive General Agency territory open in Missouri, lowa, 
Arkansas, Mississippi, and Kentucky. 
For full information write to 
J. DeWitt Mills, Superintendent of Agents. 


MISSOURI'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY 


Allen May, President 


SAVINGS 









St. Louis 1, Mo. 
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LEGAL RESERVE FRATERNALS 





Aid Association New Sales 
Volume Increases 


Total new business production of Aid 
Association for Lutherans, Appleton, 
Wis., in 1945 was $32,239,981, an in- 
crease of about 2% over the 1944 figure. 
The December business aggregated $3,- 
365,875, or $234,000 greater than De- 
cember, 1944. 

A H. Blankenburg of Wisconsin led 
the field with $638,552 of new business 
and the E. H. Neumann agency was 
number one countrywide with $2,308,705. 
F. C. Bammel of Wisconsin was the 
second personal producer with $547,250; 
A. J. F. Goeglein of Ohio third with 
$545,600; Theodore Precht of Indiana 
fourth with $506,550, and John Pekrul 
of Wisconsin fifth, n, $494,221. 


Defendants in Alleged GI 
Policy Fraud Post Bonds 
DENVER—Marie Stoeffler, last of 


four defendants to be arraigned on fed- 
eral indictments charging operating a 
$50,000 insurance fraud, posted a bond 
of $1,000 before U. S. Commissioner 
Oakes here. 

The other three, indicted in Decem- 
ber by a federal grand jury on charges 
of defrauding the federal government 


and the veterans administration, are: 
Samuel L. Barenheim, attorney and 
Colorado agent for A.O.U.W. of Kan- 
sas; Ben Schecter and Harold L. Man- 
koff, both agents of the society. They 
posted bonds of $2,500 each. 

The government charges that since 


1942 the four had solicited men about to 
enter the service to sign up for “free” 
$10,000 life policies. When the men were 
inducted, the government alleges, their 
application blanks were predated and 
sent to the home office in Kansas City. 


The government then paid the premiums 
under the soldier’s and sailor’s civil re- 
lief act and charged the amount to the 
service man’s account. 

The applicants, it was alleged, were 
told they need pay only a month’s pre- 
mium, and thereafter the insurance 
would be free, with the government pay- 
ing the cost. It was charged about $400,- 
000 of premiums was thus advanced by 
the government. 





Ben Hur Managers, Field 
Workers in Conference 


State managers and field workers of 
Ben Hur Life, Crawfordsville, Ind., rep- 
resenting 15 midwestern states, attend- 
ed a two-day sales conference at the 
home office Jan. 14-15. State managers 
included M. W. Voris, Indianapolis, for 


southern Indiana; J. F. Rich, Chicago 
territory; M. C. Pinkstaff, Centralia, 
southern Illinois; S. E. Michot, Louis- 
ville; Harry Petty Kennet, for Missouri; 
Rampl Kemble, Elkhart, for southern 
Michigan; H. C. Hubbs, Memphis, for 
Tennessee; A. S. Bradshaw, Philadel- 


phia, eastern manager; T. W. Callahan, 
Warren, O.; E. E. Comton, Sioux City, 
for Towa; F. C. Greer, Little Rock, for 
Arkansas, and E. L. Wagster, Vin- 
cennes, for southwestern Indiana. 


Maryland-D. C. Congress to 
Meet in Baltimore Feb. 14-15 


Plans have been completed for the an- 
nual meeting of the Maryland-District 


of Columbia Fraternal Congress, Balti- 
more Hotel, Baltimore, Feb. 14-15. The 
state and field managers section will 


meet the first day and there will be a 
dinner that night. This part of the con- 
gress activities will be in charge of 
William Hayes, Maccabees, chairman. 
The next day will be given over to 








One of America’s 
Leading Fraternal 
Life Insurance 


Societies 


Arp ASSOCIATION for LUTHERANS 
APPLETON, WISCONSIN 














Returning Veterans! 


Selling legal reserve life insurance is pleasant 
and profitable employment. 


You have an opportunity to develop lists of 
new prospects through meeting the present 
policy-holders in the territory assigned to you. 


Excellent territory in Illinois, Michigan, 
Minnesota and Wisconsin. Write for information. 


Equitable Reserve Association 
Neenah, Wisconsin 








the general business sessions of the 
congress, closing with a banquet and 
dance. The general meeting will be pre- 
sided over by Mrs. Henrietta Snider, 
Woodmen Circle, congress president. 
The program will provide for a wide 
range of interesting topics. Major T. R. 
McKeldin of Baltimore, Gov. Herbert 
R. O’Conor of Maryland, and Commis- 
sioner Lawrence Ensor of Maryland are 
expected to attend as guests. 


W.O.W., Omaha, Production 
Increases 16% in 1945 


New paid production of Woodmen of 
the World Lifeg Omaha, in 1945 totaled 
$64,848,453, an increase of almost $9 
million over 1944. A goal of $75 million 
has been set for this year by Farrar 
Newberry, president, and the directors. 

L. R. Robertson of Dallas was “Big 
Ten” leader last year with $1,867,500 and 
J. F. Fooshe, Jr., of Georgia was second 
with $1,498,500. Other individual pro- 
ducers with high scores were: J. G. 
Donaldson, South Carolina, — 
Pedro Gonzales, Texas, $827,500; J. 
Kavane, Indiana, $785, er iB, fetes 
Louisiana, $747,000; J. Blalock, Ken- 
tucky, $727,114; J. J. ae Arkansas, 
$714,000; C. L. Currier, Texas, $631,000 
and M. V. Salaiz, Texas, $611,000. 

Texas under J. R. Sims, state man- 
ager, led with $11,672,034 of business, a 
gain of over $1,300,000, and Georgia un- 
der Manager H. C. Fabian was second 
with $6,171,097. 

Leaders in the President Newberry 
appreciation campaign which was just 
closed were: A. E. Ledoux, Louisiana, 
$400,500; Mr. Blalock, Kentucky, $326,- 
000; J. Blackwell, South Carolina, $321,- 
750; H. A. Melvin, North Carolina, $264,- 
000, and A. L. McAlester, Nebraska, 
$266,650. 

The $200,000 Club in 1945 had a mem- 
bership of 72 men and the $100,000 Club 
numbered 103. 


Maccabees Campaigns for 
Detroit Convention 


Maccabees Jan. 1 started a seven- 
month “Fraternal Home Coming” sales 
campaign in conjunction with the su- 
preme convention which it will hold at 
Detroit the last week in August. The 
society has published a 12-page illus- 
trated brochure relating to the conven- 
tion. It gives a historical sketch of De- 
troit and many pictures including the 
Ford Rouge plant, Belle Isle, the Edison 
memorial, skyline and other views, and 
also pictures of society activities and a 
two-page map of the city indicating the 
position of the home office. 

Cash allowances are offered to all who 
fulfill quotas and attend the convention, 
and also to drill teams which meet 
minimum requirements. The society also 
will pay travel and incidental expense. 
There will be competitive drills held 
during the convention ‘with trophies to 
the winning teams. All cups and plaques 
will be inscribed to indicate excellence 
of teams in the four classifications of 
adult and junior competitive drill, adult 
and junior musical entertainment, special 
stunts or other features. 





Chicago Branch Is Opened 


Ladies Catholic Benevolent of Colum- 
bus has opened a new branch in Chicago 
titled St. Dorothy’s No. 1489. Mrs. Mary 
McGowan, supreme trustee, initiated the 
branch in honor of the late Mrs. Julia A. 
Ward Clingen, who was supreme trustee, 
and installed the officers. Miss Marie 
Schaller is the new president. 





W. H. Price Georgia Manager © 
ATLANTA—W. H. Price has been 


named Georgia manager of Preferred 
Life, fraternal of Montgomery, Ala. He 
graduated from Middle Georgia College 
and was formerly southeastern repre- 
sentative of Exact Weight Scales Co. 





For full data on life companies, con- 
tracts, costs or values, get the Unique 
—— $6 from National Under- 
writer. 
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Plan Research 
Council Expansion 


Plans are under way to raise addj- 
tional funds and expand the operations 
of Research Council for Economic Se- 
curity, Chicago. Bertram J. Cahn, pres- 
ident ‘of Kuppenheimer & Co., and 
chairman of the board of trustees of 
the Research Council, gave a luncheon 
last week at the Mid-Day Club in Chi- 
cago for a number of leading industrial- 
ists and insurance men at which the 
plan to raise $75,000 additional was an- 
nounced. Much interest was indicated, 

The staff now consists of Gerhard 
Hirschfeld, director, and Carl W. Strow, 
research consultant. 

Mr. Hirschfeld was formerly with the 
Insurance Economics Society and before 
that was a research man and statistician 
for the “Spectator.” Mr. Strow was 
professor of economics at Elmhurst col- 
lege. 

This office conducts research on vari- 
ous aspects of social security including 
health insurance, cost analyses, etc., and 
a number of these studies have already 
been published. It does not engage in 
dissemination of the material, however, 
One study, “Health Insurance,” ap- 
peared in the “Journal” of the American 
Medical Association, July 21, 1941. In 
May of last year there was a study, “Ex- 
timated Cost of Old Age and Survivors’ 
Insurance,” which was printed in the 
“Quarterly Journal of Economics.” Last 
Nov ember an article by Mr. Hirschfeld, 
“Security, the American Way, was 
printed in the “Savings Bank Journal” 
and this has been very widely dissemi- 
nated by the Insurance Economics So- 
ciety. 

Insurance men at the luncheon in- 
cluded R. J. Wetterlund, general coun- 
sel of Washington National, and presi- 
dent Health & Accident Underwriters 
Conference, who is a trustee of the Re- 
search Council; G. R. Kendall, president 
of Washington National; C. O. Pauley, 
secretary of Great Northern Life, and 
James S. Kemper, chairman of Lumber- 
men’s Mutual Casualty. 

Vice-chairman of the trustees is Ar- 
thur R. Kaiser, manager of the tax de- 
partment of Sears, Roebuck & Co., the 
other trustee is W. J. McPherson, vice- 
president Public Service Co. of Northern 
Illinois. 
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Production Ideas for 1946 
Presented in Oklahoma City 


OKLAHOMA CITY —With nearly 
400 in attendance the Oklahoma As- 
sociation of Life Underwriters’ annual 
sales congress featured several outstand- 
ing speakers and a panel discussion on 
National Service Life presented by 
Lawrence N. Klein, John Hancock Mu- 
tual; Herndon Lackey, Massachusetts 
Mutual; and G. Scaling Corbyn, Okla- 
homa general agent American Mutual. 

Lynn Broaddus, Chicago manager 
Guardian Life, urged motivating from 
the heart rather than from the premium 
as the urge to buy must come from 
within. “Keep in mind that if the client 
buys, he benefits, if not, he is the loser, 
not you. Don’t let him say no to life 
insurance, as by doing so he says ‘yes’ 
to a fate that he does not understand,” 
he asserted. 

Color is abundant in things and in- 
cidents encountered in every day life, 
Newell C. Day, Davenport, Ia., general 
agent Equitable of Iowa, pointed out. 
Even obstacles may be converted into 
effective, colorful presentations. “Say 
what you have to say and do what you 
have to do—but say and do them in a 
colorful fashion,” he commented. 


Time for Golden Harvest 


Lieut. Charles Seay, insurance officer 
at Sheppard Field, Tex., formerly with 
Southwestern Life, Dallas, maintained 
that the time is here for a golden harvest 
for life insurance men. “Get the busi- 
ness on the books while opportunity 
is here, but don’t neglect the little fun- 
damentals such as enthusiasm, confi- 
dence, loyalty to company, client and 
to yourself, and the urge to build your 
own income,” he cautioned. “Be a 
salesman at all times—don’t stop when 
you leave the office, and don’t fail to 
ask everyone to buy—brothers, sisters, 
mothers, fathers, friends and everyone 
encountered.” 

Citing business insurance as the major 


field of life underwriting today, H. P. 
Gravengaard, associate editor Diamond 
Life Bulletins, designated this phase of 
the profession as a “tremendous re- 
sponsibility” to see that business is pro- 
tected. Business insurance can be 
written by every full time agent. Busi- 
ness has been slow to recognize the im- 
portance of protecting the key man, he 
observed, pointing to the vitfalls to 
which a business is subject in case of 
a key man’s death. When an executive 
dies it is a real loss to his business. In- 
surance on his life will not only offset 
the loss to the corporation but it 
strengthens its credit standing. There 
are many other benefits, such as an in- 


come tax free salary continuance plan 
for his widow. 
Recognition was given to women 


agents in a panel headed by Pearle Eas- 
ley, Massachusetts Mutual. To meet 
conditions which will probably make 
money harder to get, she urged agents 
to step up efficiency as counsellors and 
salesmen, 


Holman Speaks 


Gerald A. Holman, American WNa- 
tional, told how he sold 440 policies his 
first year, 50% of which were to women. 
All but about a dozen are still on the 
books. This served as a stimulant to 
his realization of the importance of 
women as life insurance clients. 

Impelled by the satisfaction of owning 
$10,000 life insurance, war veterans are 
thinking more seriously of larger poli- 
cies which in turn will increase the size 
of the average life policy written in 1946, 


Mary Hobbs, Penn Mutual Life, pre- 
dicted. 

R. W. Dozier, top producer in Okla- 
homa for Massachusetts Mutual, dis- 


cussed tax problems relating to life in- 
surance ownership. Jeff H. Williams, 
Chickasha, Okla., attorney, concluded 
the program. 





Programming Key to Greater Sales 





Life agents cannot afford not to do 
programming work, for they get time 
and one-half or even- double’ time 
through increasing the average case, 
Arthur F. Priebe of Rockford, IIl., as- 
sociate general agent of Penn Mutual, 
declared in a talk at the luncheon meet- 
ing Thursday of the Chicago Associa- 
tion of Life Underwriters. In 1940 Mr. 
Priebe’s average case was $3,664, but 
by the end of 1943 it had risen to $6,902, 


and it was better than $9,000 in 1944 
and even greater last year. 
Yet only about five years ago Mr. 


Priebe was not interested in —. 
ming. He was doing quite well without 
going to all that trouble, he thought. His 
production was $350,000 or better with- 
out doing any more programming than 
Was necessary. 

Then he heard a talk on programming 
which impressed him. In the period 
1936-1941, Mr. Priebe paid for no more 
than five cases in any year of $10,000 
or better although his production ranged 
between $350,000 and $500,000. Then in 
1942 through programming he paid for 
23 cases of $10,000 or better; in 1943, 
36 such cases; in 1944, 41 of these cases 
and although figures for 1945 are not 
completed he did even better last year. 

Mr. Priebe uses the “irreducible mini- 
mum” angle in determining with a man 
how much guaranteed income he should 
eave to his family; then figures out his 
other needs, such as final expenses, 
Mortgage, college, special needs, and so 


forth. Finally after the family has been 
cared for in the tentative plan he turns 
to the man’s own personal needs: what 
is the minimum that he would like to 
retire on and how long he is willing to 
wait for it. Mr. Priebe does not men- 
tion the present insurance until he is 
through developing all the needs. Then 
he asks permission to take all the man’s 
life insurance policies and those also of 
the members of his immediate family. 

“I do my best to get the policies on 
the whole family,” Mr. Priebe com- 
mented, “because only in that way can 
I develop my collateral market — the 
business on other members of this man’s 
family that I am going to get if I have 
the complete picture, and that I am 
going to lose to someone else if I don’t.” 

Mr. Priebe believes if it is sound to 
set up a program for a man’s wife in 
case he should die it is even sounder to 
set one up for their children in case the 
mother dies. No matter who becomes 
guardian, he said, that person will get 
the money so that the children will be 
sure to be educated. 

“If we program thoroughly, soundly 
and effectively, I firmly believe you and 
I have solved our prospecting problems 
—also our sales problems—in fact, all 
our problems.” He said every agent can 
program and he can sell more life in- 
surance by doing so but it is wise not 
to turn completely and immediately to 
programming on an all-out basis but to 


develop this field of activity among pres- 
ent clients. 


Mr. Priebe does not confine his pro- 
gramming just to people who are insur- 
able, but has prepared many programs 
for friends and prospects who are unin- 
surable because of medical reasons or 
age. Such people become fine centers 
of influence because they are grateful 
for the service rendered, and especially 
so since they are aware the life man 


knew he could not be compensated finan- 
cially for the work done. 

He said the C.L.U. work and designa- 
tion are fine to have but a life man or 
woman need not be a C.L.U. to practice 
this professional approach of program- 
ming, and by doing this kind of work 
will attain a professional standing in the 
eyes of their clients. 

Mr. Priebe is a qualifying member of 
the Million Dollar Round Table of 1945. 


Bright Future for Life 
Agents Seen by Riehle 


There is nothing more important to 


America than the occupations of selling. 


and distribution and life insurance sell- 
ing will pay more and give more oppor- 
tunities of advancement than most other 
businesses, according to Theodore M. 
Riehle, New York City general agent 
Equitable Society and past president of 
the National Association of Life Under- 
writers. Many successful executives 
came up through the salesmanship route 
and the pay of the salesman is meas- 
ured by his results and is not static and 
restrained, as is the case of those on the 
stated income side of business, he 
pointed out. 


Business Always Good 


The life insurance business is always 
good especially when the stock market 
is good, Taxes are going down, good for 
more business, good for the agent’s own 
savings. Now there is down- trend in 
income taxes after 16 years of constant 
increases. 

Today $150 a month is regarded as 
about the minimum comfortable retire- 
ment income. At one time the figure 
was $100. As the purchasing power of 
the dollar will be greater in the future, 
“every cheap dollar I save or convince 


my clients to save > will be worth 20 or 
30% more then than it is today. There- 
fore the $150 monthly income idea we 
sell today will be worth about $200 
monthly 10 years from now,” he as- 
serted. 

War risk insurance in the first war 


positively helped and National Service 
Life will likewise. “Do your bit to 
see that National Service Life is kept 
in force. Social security has definitely 
helped life insurance sales in the past 
and will continue to do so. Remember, 
it is easier to sell additional coverage if 
it is related to some already in force,’ 
Mr. Riehle pointed out. 

In good times and bad the number 

one objection, often fancied seldom agg 
“T can’t afford it.’ This is usually < 
eB of the procrastination defense ak: 
anism. Learn techniques to overcome 
this great enemy, procrastination. Sell 
an interview under favorable conditions. 
Sell the examination. Program. 2 

“Help the cause of better selection of 
agents. Do more than shrug your 
shoulders. Help your company intro- 
duce the type you want. Your con- 
structive attitude is vital. 

“What you do in the next ten years 
will give the answer. It is up to you. 
Doing is not so difficult, making up your 
mind to do is hard. If you can’t make 
up your own mind let someone else do 
it for you. You stagnate or you grow. 
Let your progress be constant. Increase 
your energy, courage and vision—high 
octane it with dynamic action. Shoot 
for the stars and you may reach the 
moon. 

“At least look at your own retirement 
picture at age 65, then at 60. Making 
money is one thing; achieving financial 
security is another. No man is truly 
successful unless he is financially inde- 
pendent of his own business. Have you 


discounted any premiums on 
insurance lately?” 

Life insurance is the 
sword, Mr. Riehle asserted. 
get “What do you want 
ments to do for you?” In the final 
analysis, every man wants his invest- 
ments to serve him surely and well in 
case of old age or premature death. 
Life insurance offers the most in these 
emergencies. 


Favorable and Unfavorable Factors 


The hills of prosperity are as high 
but the valleys of depression not as deep 


your own 


double - edged 
Never for- 
your invest- 


in life insurance as in other businesses. 
At all times there are favorable and 
unfavorable factors. “If and when a 


depression comes you will not be too 
hard put to earn a living. There is no 
other business that furnishes a substan- 
tial cushion, guarantees an income such 
as is provided through renewal and serv- 
ice commissions. Sell high premium in- 
surance, program, discount premiums. 
Your earnings will not fluctuate up and 
down in an extreme and unpredictable 
manner. Those properly equipped have 
nothing to fear.” The competent life 
underwriter is never out of a job, Mr. 
Riehle stated. 


Debit Men Given Pointers 
at Peoria Conference 


PEORIA, ILL.—Stressing the impor- 
tance of talking income rather than the 
apg oe terms of thousands of dol- 
lars, Paul L. Allen, Metropolitan Life, 
Waukegan, spoke to the industrial con- 
ference of the Peoria Life Underwriters 
Association. An insurance man is as 
important to the community as a doctor 
or a teacher, he asserted. 

Leo G. Rapp, Prudential, Chicago, 
stressed the responsibility of agents in 
seeing that the public has the correct 
insurance for its needs. “As people be- 
come more and more life insurance 
minded,” he pointed out, “they are more 
dependant on the debit man for correct 
advice.’ 

Genuine interest in selling and want- 
ing to do the job are the principal points 
in successful selling, Mrs. Esther Holl- 
mer, John Hancock, Sioux City, Ia., 
stated. 


Freedman ‘45 Equitable Soc. 
Leader with $234, Million 


David A. Freedman was the leading 
Equitable Society personal producer for 
1945. 

A member of the Rosenstein agency, 
New York, Mr. Freedman wrote $234 
million of new business last year and 
during the 22 years he has been with 
Equitable he has averaged $1 million of 
new business per year. 

Mr. Freedman began his career as a 
part-time agent in 1924 while a student 
at Brooklyn Law School. His first full 
year with Equitable was 1926 when he 
wrote $134 million. 
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Weil Seats Mutual 
Benefit Top Man 


Sidney Weil of Cincinnati ranked No. 
1 on the 1945 annual Leaders Club of 
Mutual Benefit Life, and Fred L. Pen- 
ney of Boston was selected “New Man 
of the Year.” 

Mr. Weil qualified for leader on the 
new basis of first-year commissions. 
His production was $1,442,215 on 69% 
lives and it was his third consecutive 
million-dollar year. In 1943 he led the 
company for the first time and was a 
close runner-up in 1944. He is also a 
life and qualifying member of the Mil- 
lion Dollar Round Table. 

Prior to entering insurance he was 
owner and president of the Cincinnati 
Reds. 


New Honor Classification 


Mr. Penney was chosen because of his 
all-round excellent performance. This 
is a new honor classification. 

Mr. Penney entered the 
January, 1945, with the W. E. Johnson 
agency. He had previously been en- 
gaged in sales work in automobiles and 
home insulation. His production for his 
first 11 months was 28 lives for $390,500, 
earning a higher total of first-year com- 
missions per month than any other per- 
son new to the business in Mutual Bene- 
fit last year. He ranked No. 66 in the 
1945 Leaders Club. 


Nat'l Fidelity 
Leaders Feted 


KANSAS CITY—The annual meet- 
ing of the President’s Honor Staff, lead- 
ing producers’ club of National Fidelity 
Life, was held here. With more than 
50 in attendance, the two day meeting 
was devoted to discusion of new 1945 
policy forms and new direct mail lead 
systems. The business sessions were un- 
der the direction of B. Taylor, vice-pres- 
ident and superintendent of agencies. 

The wives of the leading producers 
were guests. At a luncheon awards were 
made by President W. Ralph Jones. 

The banquet was attended by more 
than 100, including home office person- 


business in 





nel. President Jones presided. He pre- 
sented the officers of the 1946 Presi- 
dent’s Honor Staff. J. D. Adam of 


Kansas is president. More representa- 
tives qualified for this leaders’ club in 
1945 than in any year in history. 

In 1945, new business increased 24.2%, 
insurance in force, 11.1% and surplus 
— Insurance in force was $41 mil- 
ion, 


—_- 


Manuel Camps, Jr., Is 
Boston Speaker Jan. 24 


Manuel Camps, Jr., general agent for 
John Hancock Mutual Life in New 
York, will be the speaker at the Jan. 24 
meeting of the Boston Association of 


Life Underwriters. His topic will be, 
“Let’s Remember What We Used to 
Know.” 


Mr. Camps is a past president of the 
Boston association, having represented 
John Hancock there before being trans- 
ferred to New York City. He has been 
outstandingly successful as a manager 
and has been active in association work. 


William H. Daley, Jr., president, will 

preside. 

Jackson Postal L. & C. Head 
KANSAS CITY—O. R. Jackson, 


vice-president of Postal Life & Cas- 
ualty, has been elected president succeed- 
ing Mrs. N. M. Brown, who was chosen 
chairman. J. W. Walker, C. M. Mit- 
chell and Mrs. John F. Rhodes were 
elected vice-presidents. 

Mr. Jackson was chief examiner for 
the Missouri department from 1933 to 
1941, when he resigned to join Postal 
L. & C. as vice-president. 








Resiedltnstesces neo 
Effects Shown 
in Ill. Study 


How the retaliatory provisions in the 
insurance laws of various states operate 
in the licensing of brokers who are not 
residents of Illinois was shown in a bul- 
letin issued by H. Walter Hanson, Jr., 
supervisor of licenses of the Illinois in- 
surance department. This sets forth the 
rules which will be adhered to by the 
department. 

It was noted the Illinois retaliatory 
provision prohibits issuance of brokers 
licenses to residents of a few states, in- 
cluding Louisiana, not licensed for cas- 
ualty; Montana and South Carolina, not 
licensed; Texas, not licensed for life in- 
surance; Arizona, not licensed for fire 
and casualty. 


Fees Generally Are $10 


Most of the states provide a $10 fee 
for an individual or for each active firm 
member, both for fire and casualty, and 
life. Those doing so with no restriction 
as to classification are: Colorado, Con- 
necticut, Delaware, Georgia, Iowa, 
Maine, Maryland, New Hampshire, Ok- 
lahoma, Vermont, Virginia, West Vir- 
ginia and Wyoming. 

Others charging $10 fee but with qual- 
ifications are: Arkansas, Florida, Indi- 
ana, Kansas, Kentucky, Minnesota, Mis- 
sissippi, Missouri, Nebraska, New Mex- 
ico, North Carolina (examination re- 
quired with $10 additional fee), North 
Dakota, Ohio, Oregon, Pennsylvania 
(life $10, fire and casualty $10 for indi- 
vidual and $25 for firm), South Dakota, 
Texas, Wi joc: Arizona. 

Fees of $100 for fire and casualty and 
$10 for life are charged residents of Cali- 
fornia, Idaho, Nevada, Utah, Washing- 
ton, except that for California a $1,000 
surety bond executed in Illinois is re- 
quired and for Washington the life in- 
surance fee is $11 initially and $10 in 
succeeding years. 

License fee for Maine residents is $50, 
for Alabama $25. A scale of $25 for fire 
and casualty, $10 for life is employed on 
residents of District of Columbia (a 
$1,000 bond also being required); New 
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CONVENTION DATES 


Jan. 23-25, 
aie ning riters, 
Jan. 99 95 9D, 
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Hotel New 


Jan, 25. 





National Assn. of A. & H. 
Wichita, Lassen Hotel. 
All-industry committee, 

Yorker, New York. 

Assn. of University 

Cleveland. 


American 
Teachers of Insurance, 

Feb. 5-6, Health & Accident Confer- 
ence, mid-year, Stevens Hotel, Chicago. 





Va. Creditor Exemption Bill 


RICHMOND—A bill is being pre- 
pared for introduction in the Virginia 
legislature providing for exemption of 
cash surrender values of life policies 
from claims of creditors. A similar bill 
failed of passage at the last session. 


$15 Minn. Mutual Pay Increase 
The clerical and supervisory staff of 
Minnesota Mutual Life has been given a 
$15 per month increase in salaries. The 
increase is retroactive to Jan. 1, and 
affects 212 ene, 


Jersey, Tennessee sie fire and casualty), 
life #22, which a. be prorated by quar- 
ters, $22, $17, $12 and $10; $20 and $10 
for Louisiana, ge Mexico and New 
York. ; 

Massachusetts, $25 for one or two 1n- 
dividuals in a firm, $30 for three, $10 for 
each additional; Michigan, $30 for one 
to three persons covering all classifica- 
tions if previously issued two or more 
licenses, and $10 if previously issued 
only one. 
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Announcing— The New “Standard of Authority” on 
UP-TO-DATE Underwriting Practices! 








Over 850 Pages — 34 Practical, 
Concise, Understandable Chapters 


For All Progressive Underwriters: 
In the Home Office - - - 


Indispensable to the members of home office under- 
writing committees, executives, medical directors, exam- 
iners, lay-underwriters, claim adjusters, inspectors, and 
insurance lawyers, “Risk Appraisal” presents in under- 
standable language all the factors that permit forecast 
of health and longevity. 


“Risk Appraisal” is a MUST for all students and 


selectors of risks for insurance. 


.»« And in the Field! 


For a better understanding of the factors that deter- 
mine insurability, for more intelligent handling of 
border-line cases and as an aid in placing this business— 


General Agents! Managers! Brokers! 
and all progressive underwriters 
will find “Risk Appraisal” of inestimable value. It is 
written so you can understand it without an M.D. de- 

gree. 


Written by the Best Qualified 
Underwriting Author in America 


Harry Dingman needs little introduction. Few are 
the company executives and underwriters who do not 
know him well, and favorably. Few company execu- 
tives and underwriters have his keen understanding of 
the relationship between field and home office in under- 
writing personal insurance. 


Especially interesting is the terse and fascinating style 
of the author, his simplicity of expression, with a mini- 
mum of technical language. He is logical and under- 
standable. You get his points quickly! 


Like his previous major works — "Risk Appraisal" 
will undoubtedly be used by practically all com- 
panies & leading underwriters, all over the world. 


“RISK APPRAISAL” 


by HARRY W. DINGMAN 


Vice President and Medical Director, Continental Assurance 
Company; Author of “Insurability”, “Selection of Risks”, 
and many other studies and presentations on how to under- 
write life, health and accident insurance and how to handle 
claims that arise therefrom. 


Complete! Modern! Indispensable! 


Underwriters everywhere have acclaimed Harry Dingman’s previous 
works on how to select and appraise risks for life insurance and for acci- 
dent and health. Now comes “Risk Appraisal”, the first complete treatise 
on this vitally important subject since “Insurability” was published in 
1927. Tremendous changes of the last two decades have built up a “crying- 
need” for a practical, understandable guide to modern underwriting prac- 
tice. “Risk Appraisal” is just that. 


Tells the Whole Story! 


Beginning with a discussion of basic principles, “Risk Appraisal” pro- 
ceeds rapidly into specific consideration of all underwriting phases: 
Hereditary, Environmental, Economic and Physical factors, with especial 
stress on Habits and Morals, and Medical and Physical Impairments. Ap- 
plicant, Agent, Beneficiary, Doctor, Inspector, Underwriter, Claim Man, 
Psychoneurosis, Soldier Rejectees and War Disablements are each treated 


in succeeding chapters, individually and in provocative detail. 


All Factors and Impairments in Detail 


Each impairment, whether moral, occupational, physical, or whatever, 
is considered at due length with regard to its relative importance. Each is 
described to make its significance certain to the underwriter, with warn- 
ings of symptoms of related troubles that may affect the case. The entire 
work is carefully cross indexed for quick location of anything that may 
have a bearing on any factor in question. Each subject concludes with 
definite statement as to how insurability is affected. 


Solves Daily Problems - Promotes Uniform Underwriting! 


Mail this Coupon for Yours TODAY 
Send, as soon as ready, in January— 


.....cop..... "RISK APPRAISAL” by Harry W. Dingman 
Charge to [] Approval Offer— 


our account for single copies 








Meee Name CORK EHR EOHH HCCC ORE CC ECE OES Title eececccccces 
Single Copy 
Price $10.00 CONN? 6 6555 dois 05 08 pO ed eee 
Less in i 
quantities AGERE 5 Ruadecaccadscascd eee ean Freer ed Preece ee 
of 10 or more 
a | reer rrr rrr Tree (Benes ++) BM: cn ctkteks 


a 





eT 








The remittance herewith is #0 be refunded if | 
return the book within 10 days after receipt. 


To The National Underwriter Co., 420 E. 4th St., Cincinnati 2, Ohio 

















THE LOCAL BANKER 
KNOWS IT 


THE LIFE INSURANCE MAN 
KNOWS IT 


< Do the Partners Know It? 


The nearest Travelers Life Office will supply 


you with full information and ammunition on 


Partnership Lite Insurance 


It will help you sell your prospects now. 





THE TRAVELERS INSURANCE COMPANY » HARTFORD, CONNECTICUT 








